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Premium built. 
Not premium priced. 

_ 
I 

J 

• ^ 

tf4_fc 

Heavy-duty Fords are premium trucks, 
yet you buy them at competitive prices. 
Reason: Ford's better ideas. 
M a i n t e n a n c e - r e d u c i n g i d e a s like 
color-coded nylon air lines . . . bolted 
cross-flow radiators . . . protected, 
underhood Cyclopac" air cleaner . . . 
Ford's deep-dip Electrocoat process 
that electrically bonds primer to sheet-
metal, covering areas that ordinary 
sprays can't reach. 

Service-easing ideas like tilting cabs 
and tilting hood and fender assemblies 

. . . strategically placed electrical 
junction blocks. 
Driver-comfort ideas like roomy, 
heavily insulated cabs . . . big wind
shields . . . Ford's exclusive L-Lme ad- _ T " _ r N _ r ^ l " ^ 
justable steering column that maintains 
best steering angle 

••TFJSE: HEEAVY-DUTY 
tucky Truck Plant T D I _-Ô I_fjQ 
premium assembly 1 1 1 _ l v _ # l x ^ _ ) 
methods . See your Ford Dealer • • t ^ * r ^ - r i « - * 
for the whole premium value story! 

The big ones with the better ideas for more road time/ less downtime. L/brd 
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Our answer to new Public Law, 91-596, Subpart K (b). 
Better known as the Occupational 

Safety and Health Act. One of its basic 
sections concerns the need for first aid 
supplies. 

And, the easiest way to satisfy this 
section is also the best. 

With a ymtcn iu lmtcn First Aid 
Kit All our first aid kit items are housed 
in a sturdy weather-proof container and 
comply with the law. 

But beyond meeting Uncle Sam's 
requirements, we also want to meet yours. 

First, you consistently get 
Jt?4nton«^ofvmcn quality products. 
And, since we make our own products, 
you save on the initial purchase of the 
complete kit, plus the refills you'll need 
in years to come. 

And because practically everyone is 
familiar with our brand and packaging, 
there's no time wasted fumbling with 
boxes kx)king for the precise thing you 
need to treat an injury. 

Another big advantage our first aid kit 

has is flexibility.There's room to slip in 
special items necessary for your particular 
industry. Instead of having to order a 
custom-made kit with a costly custom 
price tag. 

^m^_du^mtcM First Aid Kits 
come in many sizes and they're all backed 
by our reputation for quality. 

So if you're trying to live up to the 
letter of the law, Subpart K (b), let one 
of our first aid kits be your answer. 

(jolWrnmc*^ 
n or information, dip this coupon or write: 

Industrial Sales Division, Johnson & Johnson 
501 George Street, New Brunswick, N.J. 08903 

Name. 

Title_ 

Company Name 

G>mpany Address. 

City & State Zip 
Number of Empl-

L_ 

My Regular Supplier is:. 
Address 

City & State. Zip 
NIC 
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19 PANORAMA OF THE NATION'S BUSINESS 
The Foreign Study League offers well-run student summers abroad; an easier way 
to an M.B.A. for the executive; a mining firm puts a lot back into a community 

^JiMj ** SOUND OFF: SHOULD YOU VOTE HE MAN Al 

30 THE RUSgtyKlS MW BE SPYir SPYING ON YOU 
Not all the secrets that Moscow's intelligence agents covet here involve 
our national defenses; private industry matters, too, are their target 

39 STRICTLY PERSONAL 
How not to vacation; pros and cons of joint ownership; air-conditioning service 
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40 WHERE THE SAFETY LAW GOES HAYWIRE 
Some of OSHA's standards, say businessmen, are impractical, too complex 
and overly costly; for example, is ice in drinking water really unsanitary? 

48 LESSONS OF LEADERSHIP: LOUIS B. LUNDBORG OF BANK OF 
AMERICA 
Some views on banking, managing yourself and others, and the world inside 
and outside the executive suite, from a man whose career just won't quit 

w*H 54 BILLS THAT COULD COST YOU BILLIONS 
Legislation now before Congress could pile up expenses for your business— 
whether it's U.S. Steel Corp. or Martin's Ace Hardware in Zanesville, Ohio 

Xw~~A-^~ K% 3J)__ Qa$ _- ffi/L*e^A_^-S3r»3^ *̂ »» ^-r,.*. 

Cover: Sculpture by Charles Mendez {Photo: Jon Francis) 

Nation's Business is published monthly at 1615 H Street N.W Washington, D.C. 20006. Subscription rates: United 
States and possessions $29.75 tor three years; Canadian $12 a year. Printed in U.S.A. Second class postage paid 
at Washington, D.C., and at additional mail ing oftices. O 1 972 by Nation's Business—the Chamber of Commerce of 
the United States. All rights reserved. Nation's Business is available by subscription only. Postmaster: please send 
form 3579 to 1615 H Street N.W., Washington, D.C. 20006. 
Editorial Headquarters—1615 H Street N.W., Washington, D.C. 20006. Circulation Headquar ters-1615 H Street 
N.W., Washington, D.C. 20006. Advertising Headquar ters-711 Third Avenue, New York, N.Y. 10017. At lanta: 
James M. Yandle, 62 Perimeter Center East; 3376 Peachtree Road N.E.; Chicago: Herbert F. Ohmeis Jr., 33 North 
Dearborn Street; Cleveland: Gerald A. Warren, 1046 Hanna Bui ld ing; Detroit: Robert H. Gotshall, 825 Fisher 
Bui lding; Houston: McKmley Rhodes Jr., 2990 Richmond Avenue; Phi ladelphia: Herman C. Sturm, 1034 
Suburban Station Bui ld ing; San Francisco: Hugh Reynolds, 605 Market Street; Los Angeles: Scott, Marshall & 
Sands, Inc., 1830 West Eighth Street. 



VOLUME 60 
NUMBER 6 
JUNE 1972 

PUBLISHED IN WASHINGTON, D.C, BY THE CHAMBER OF COMMERCE OF THE 
UNITED STATES, THE NATIONAL FEDERATION OF ORGANIZATIONS REPRESENTING 
MORE THAN FIVE MILLION BUSINESS AND PROFESSIONAL PEOPLE AND COMPANIES. 

w 
58 CAREERS COULD RIDE ON BRAIN WAVES 

Scientists are measuring personality traits through a technique which 
someday may be applied to hirings, firings, promotions and demotions 
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\ ^ Fictitious names, fictitious addresses, fictitious children . . . the truth 

is, it's easy to obtain welfare checks by cheating, and many people do 
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This firm and its guiding force, R.D. (Nick)"Carter, have led the way 
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To err not only is human, it frequently is good for your company— 
if the proper attitudes toward development of personnel are adopted 
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discusses changing American life styles—and their future effect on business 
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When protection is the big issoe-

Home's B.O.P 
is out in front . _ , 
Result? E n . i S ^ ^ B ^ b ^ ^ ^ ^ t h e , 

wholesalers, distributors and se^^bus inesses" 0 " ^ 

If you're interested in protection that's packaged 

to include broader-than-ever 
coverages and tailored to suit 

your specific needs- look into 
the leadership record of the 
B.O.P. To cast your vote-
contact your insurance broker 
Or call your local Home agent-

he's listed in the Yellow Pages 

years. 1 

Policy available m most states 
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HOME 
OF INSURANCE 
THE HOME INSURANCE COMPANY 
59 Maiden Lane, New York, N. Y. 10038 
Affiliates The Home Indemnity Company 
City Insurance Company 
Federal Life and Casualty Company 
Peoples Home Life Insurance Company of Indiana 
Seaboard Surety Company 



A good way to cut yourself less 
is to lubricate more. 

Edge lubricates better than foam. Any foam. 
Shave cream helps protect you from nicks and 

cuts by lubricating the blade's path across your skin. 
We made Edge" a lubricating gel instead of a foam, 
because as a gel Edge gives you much more 
lubrication than foams. But Edge isn't greasy. 

With Edge, to cut yourself you almost have to try. 

Edge starts as a gel made of 
soap that puts down a lubricating layer 

on your skin. 
Then the gel quickly turns into 

lather that's richer and wetter than any foam 
to set up your beard for a close shave. 

But underneath the lather, the 
gel's lubrication is still on your skin gliding 

the razor for a smoother, closer shave. 



Memo From the Editor 
Nation's Business • Published by the Chamber of Commerce of the United States • 1615 H Street N.W.. Washington. D.C. 20006 

Whether your business is large or small, you'll be inter
ested in our cover article on page 54. Nobody—including 
us, we must admit—really knows what all the legislation 
Pending in Congress would cost businessmen. But we do 
know it would be in the billions of dollars. 

To get at least some idea of the range, Associate 
Editor Bob Gray talked with the men who run all sorts 
of companies. For example, the proposed increases in 
Social Security taxes and a payroll tax to support nation
alized medicine could cost United States Steel Corp. 
around $100 million. 

But your business probably isn't that big, so you may 
be more interested in the situation of Martin's Ace Hard
ware store in Zanesville, Ohio, which has 18 employees. 
Mr. Martin is particularly concerned about the possible 
•ncrease in the minimum wage. 

The so-called "tax reform" that some of the politicians 
are talking about would probably add to your costs, too. 
Business seldom comes out well in one of these shuffles. 

The need to get more tax money, of course, could be 
eased by cutting government spending. The Chamber of 
Commerce of the United States recommends a five point 
Program that would help accomplish this: 

'• The federal budget should be considered as a whole 
by one committee rather than considered piecemeal as it 
now is. 

2« The cost of programs over at least five years should be 
Projected and made public. 

3- Every program should start from scratch each year, 

jjffi"' 
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rather than merely being continued whether it's any good 
or not. This is called zero-base budgeting. 

4. New programs should be pilot tested before being 
adopted nationwide. 

5. All federal spending, including such trust funds as So
cial Security, should be subjected to the same budget 
controls. 

To work for its members on programs such as these, 
the National Chamber is guided by a 63-man board of 
directors, who are elected for staggered terms. 

New directors for the 1972-73 year are: Paul Batchel-
ler, president, Zip Feed Mills, Inc., Sioux Falls, S. Dak.; 
Gerhard A. Bleicken, chairman of the board and chief 
executive officer, John Hancock Mutual Life Insurance 
Co., Boston, Mass.; Mark Evans, vice president, director 
of public affairs, Metromedia, Inc., Washington, D.C; 
Shearon Harris, chairman and president, Carolina Power 
& Light Co., Raleigh, N.C.; John E. Healy II, president, 
John E. Healy & Sons, Inc., Wilmington, Del.; Lee L. Mor
gan, president, Caterpillar Tractor Co., Peoria, III.; Leslie 
C. Peacock, president, Crocker National Bank, San Fran
cisco, Calif.; John T. Pierson Jr., president and chief 
executive officer, Vendo Co., Kansas City, Mo.; Ralph B. 
Rogers, chairman of the board, Texas Industries, Inc., 
Dallas, Texas; Roger C. Sonnemann, vice president, ad
ministration and employee relations, American Metal 
Climax, Inc., New York City; Jay VanAndel, chairman, 
Amway Corp., Ada, Mich.; Allen Whitfield (former Cham
ber treasurer), senior partner, Whitfield, Musgrave, Selvy, 
Kelly & Eddy, Des Moines, Iowa. 

NEW 
CHAMBER 
DIRECTORS 
pOR 1972-73 
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Mr. Batcheller Mr. Bleicken Mr. Evans Mr. Harris Mr. Healy Mr. Morgan 

Mr. Peacock Mr. Pierson 
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Letters 
Why We're Under Controls 
• I am a retired business executive 
(I was president of A.G. Spalding & 
Bros., Inc., the sporting goods manu
facturer, from 1958 to mid-1969) and 
in my present "lecturer, writer, con
sultant" capacity I find a thorough 
monthly reading of NATION'S BUSI
NESS very useful. 

I particularly want to comment on 
the article, about the response to 
your Quarterly Outlook Survey, en
titled "Unloved, Unwanted, but 
Needed" [April]. 

I wonder if those who "look forward 
to the removal of controls" are look
ing at the total impact that would 
have. 

The controls placed in effect on 
Aug. 15 were 16 or 17 years too late, 
and were necessary only because Con
gress has lacked the courage (and 
probably the perception) to bring la
bor unions under control. 

Therefore, we can never again have 
a "free economy" (and we have not 

had one, for one minute since 1933) 
unless we first enact enforceable legis
lation to deal with the unions. All 
unions—police, fire, teachers, parks 
workers, etc., as well as the more usual 
construction and manufacturing un
ions. 

We cannot ever again remove pres
ent controls and let unions—any un
ions—run loose! 

Not unless you are ready for $2.50-
a-loaf bread, and $25,000 Fords, which 
is exactly what you'll get if you don't 
either keep controls or do away with 
union power! 

The problem with Phase II is that 
the government simply set up groups 
to arbitrate exceptions! There should 
have been no exceptions, for any rea
son whatsoever! 

Let's be sure we all understand the 
end results of "removing controls" be
fore we "storm the castle" in what 
may be a destructive cause! 

EDWIN I.. PARKER 
Springfield, Ohio 

1980? 
Who knows! In 1962 there were only 40 Ramada Inns. Today there 

are over 460 open or under construction containing over 56,000 rooms. 
And it looks like our greatest growth is yet to come. By 1980 there'll 

be more highways. More leisure time. More travel. More people. More 
Ramada Inns! 

Imagine . . . if you invest now in a Ramada Inn! 
You'll have all this growth potential. Plus day-to-day support from 

Ramada Inn national advertising campaigns. Affiliation with most major 
credit cards, and a successful referral and 
reservations system. 

If you're investing for tomorrow, write 
today. Ramada Inns, Inc., Franchise Division 
P.O. Box 1632, Dept. NB2A6, Phoenix, Ariz 85001 

Q « D A 

Growing with America 

• One of the most distressing things 
to me is to see businessmen accept 
and/or agree with any kind of eco
nomic controls placed upon them by 
government. 

To say that wage and price controls 
are "Unloved, Unwanted, but Need
ed" is to abort reality. 

Only an increase in money avail
able, brought about by government 
deficit spending, can cause the infla
tion we are experiencing. As long as 
businessmen accept increases in the 
price of goods as the cause of inflation, 
they are allowing the government to 
make the businessman a scapegoat for 
all the government's economic fail
ures. 

GEORGE A. CHAPMAN 
President 
Chapman Co. 
Salt IJI/.C I'lln. Utah 

• The responses about wage and price 
controls are unbelievable. How so 
many so-called free enterprise execu
tives could say the controls are need
ed is beyond me. As part of manage
ment, the very existence of the free 
market accounts for their position. 

Government has always been and 
will always be the cause of inflation, 
but in order to deceive the people it 
claims industry is responsible. 

These same executives should read 
further in that same issue the article, 
"We're Spending Our Way to Disas
ter," by Rep. George Mahon to see 
what's really needed in this country 
for survival. 

FRANK L. VAUGHN 
Professional i ngirw r 
/'a/p mill Paper Services, Inc. 
Birmingham, . i /». 

• The tragedy of this whole experi
ence of government wage and price 
controls, Phase I and Phase II, ifl 
that it creates on such a large scale 
the impression that the cause of in
flation is greedy businessmen and 
equally greedy labor people. 

You cannot create inflation unless 
the governing body of a country is
sues money to cover its own deficits, 
as ours is now doing. 

As long as we, as a nation, permit 
our federal government to spend far 
beyond its income, we will continue 
to have inflation. 

.JOHN N. LEEDOM 
DaJIaa, Texas 

8 N A T I O N ' S B U S I N E S S 
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Once we get to the root of your problem, we go out on a limb. 

that's the difference between us and 
the other oil companies. They say 
their recommendations will save you 
rnoney. But we tell you exactly how 
'Vuch. In advance. Before you commit 
yourself to anything. 

If you decide to go ahead, all you 
have to do is follow the recommen
dations we work out together. And a 

year later we'll get together again, 
figure out the actual savings and give 
you a report. In writing. 

These savings usually add up to 
more than our products cost. For 
example, we recently saved a North
west truck fleet $57,410-yet the lube 
costs were only $800. 

Can you use savings like these? 

Call W. A. Mareneckat(212) 
883-3811 and get all the details. Or 
write him at Mobil Oil Corporation, 
150 East 42nd Street, New York, 
New York, 10017. 

Mobil 
We sell more by selling less. 



Letters continued 

Labor and the economy 
• I believe Samuel Gompers would 
be turning in his grave if he realized 
what a monster he had created. Orga
nized labor in the beginning had a 
purpose, and a good purpose at that, 
in seeking and gaining useful legisla
tion for the abused laborer. It has 
long since outlived its purpose. 

Our system today is getting further 
and further away from the concept 
that "economic justice can best be 
won by free men through free enter
prise," because organized labor, in 
essence, is allowed to dictate the 
economic situation in the United 
States. It seems as though the labor 
leaders have a problem in seeing the 
forest for the trees, for they are the 
ones who scream the loudest when 
the cost of living index rises. 

Passage of the "Foreign Trade and 
Investment Act of 1972" would only 
add fuel to their already roaring fire. 
It might well be noted that the bill is 
sponsored by members of the "labor" 
party. Adoption of such legislation 
would most certainly price the United 
States out of the world market. 

Organized labor today is not in
terested in competing on the field of 
play; it wants the entire ball park. It 
does not understand the term "salary 
commensurate with ability," but does 
understand a wage commensurate 
with one's own wishes, regardless of 
education or ability. 

We are today at the crossroads 
when we must decide the route to 
take—that of free enterprise or of 
union control. 

BEN E . WOLFE 
Richardson, Texas 

Yankee stay home 
• After reading George Fedor's let
ter [April] suggesting that a solution 
to the waste disposal problem of the 
Northeastern part of the U.S. could 
be to pipe it westward, I had several 
thoughts: 
• I doubt seriously that the South
west would agree to become the cess
pool of the Northeast. 
• Since this unique export would pur
portedly cause a productive boom in 
the Southwest, resulting in increased 
population, we would soon have the 
same problem. 

8B N A T I O N ' S B U S I N E S S 
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Spoken-Word Processing starts 
with the Nyematic 111 telephone. 
Looks like a regular telephone? 
Look again. It's your 
electronic idea mover, not your 
conversation maker. 

Result: she works with a minimum 
of interruption, has more time 
to turn your ideas into action; an 
executive secretary becomes 
more of an executive, less of 
a secretary. 

OR MORE 

^W*r'~»*m 

With it, you record your ideas and 
instructions the moment they corn 
to mind. Instantly they're on your 

In fact, Lanier Nyematic 
Spoken-Word Processing is like 
giving your secretary an assistant-
(And what secretary wouldn't loye 

that?) And who wouldn't love this .•' 

NYEMATIC 111 " - L / I N I 

Small business, large business, the 
professions —everyone recognizes 
the value of word processing. 
Nyematic Spoken-Word Processing 
is its logical beginning. 

The original and only equipment , 
of this type perfected by 14 years 
sales to thousands of offices. 
By Lanier. Also makers of Gray * 
Stenocord Dictating Machines. 

SPOKEN-WORD PROCESS! 



YOU NEED 
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SPOKEN-WORD 
PROCESSING, 

^ 

^cretary's Electronic Memo Pad. Day or night, 24 hours a day, even 
^ e n its electronic light is on, when you're a continent away— 
sne turns on. Your ideas are her Electronic Memo Pad takes the 
e*Pedited. Your work completed business load off your mind. And 
w'thout delay. your secretary takes it from there. 

AT $1.50 A DAY 
IT PAYS FOR 
ITSELF TWICE A 
DAY. EVERY DAY. 

^anier leases for a $1.50 a day. 
*nd yoU'|| save at least twice 

a d d - 6 V e r y d a y - H e r e ' s h o w : i f - i n 
adition to everything else you 

USe your Lanier for... 

you dictate 3 letters, you and your 
secretary will save over an hour 
a day. (Even at minimum salaries, 
this has to amount to $3.75 a day!) 

LANIER BUSINESS PRODUCTS Dept. NB-4 
1700 Chantilly Drive, N. E. Atlanta, Ga. 30324 
Please provide me ful l information on 
how LANIER SPOKEN-WORD PROCESS-
ING can help me and my secretary. 

Or check the Yellow Pages. Or mail 
in the coupon. You'll get full 
information and fast action that 
will pay off — for you. 

AU [800] 631-1972 

t 

Lan-
 narr»e of your nearest 

E»n'er SP°ken-Word Processing 
(8nm* P h o n e TOLL-FREE 
K g 631-1972. 

"e* Jersey, (800) 962-2803. 

R °N lC MEMO PAD, NYEMATIC AND LANIER are trademarks of LANIER BUSINESS PRODUCTS A DIVISION OF OXFORD INDUSTRIES 

• In the normal course of consumer 
events, we in the Southwest pay a pre
mium for products out of the North
east. It is curious that the product of
fered by Mr. Fedor is not marked 
"slightly higher west of the Rockies." 
But then, of course, this product does 
not have much consumer appeal. 

I propose that the Northeast keep 
the fruits of their labor at home and 
solve their own problem locally. 

ROGER W. BYBEE 
Professional electrical engineer 
Santa Fr, X. lit*. 

Tips on boat buying 
• Re Peter Weaver's item on pur
chasing boats L "Strictly Personal," 
April], 

My husband is a yacht broker. This, 
along with experience in buying used 
boats, I believe, enables me to give 
some sound advice to the used-boat 
buyer. 

The "courtesy motorboat examina
tion" performed by the Coast Guard 
Auxiliary merely is a check to be sure 
your boat is equipped with a mini
mum of equipment such as life jack
ets, horn, running lights, etc., and in 
no way checks the integrity of the ves
sel. Often, this examination does not 
include the boarding of the vessel—it 
could be sinking at the time of inspec
tion! 

A must when purchasing a used 
boat is having a survey performed by 
a reputable marine surveyor. A sur
veyor will go through the boat with a 
fine-toothed comb and give the poten
tial purchaser a report of his findings. 

This is the only sure way of buying 
a safe and sound vessel. If work needs 
to be done on the boat, you can adjust 
your offer accordingly. You will also 
know from the survey if work to be 
accomplished is critical or cosmetic. 

NICOLA G. TERRY 
Durham, Canst. 

Task for the baron? 
• Regarding the "Lessons of Lead
ership" article on Baron Guy de 
Rothschild [ March], his greatest 
contribution to the world would be 
the use of his power and influence, 
which must be tremendous, to elimi
nate the heroin factories in France. 

EDWARD CLARKE 
Bronx, v. )'. 

J U N E 1972 8C 



Many states have enough water for 
all your industrial needs . . . 

But where can the hours you and 
your employees save commuting 

daily, add up to eight extra weeks of 
vacation to enjoy the water? 

TENNESSEE 
IT JUST COMES NATURAL 

For industrial information dial us direct 1 -8CX>251 -8594 

(8:00 a.m.-4:30 p.m. Central Time) 

or write Governor's Industrial Development Staff, Room 1222, 

Andrew Jackson Bldg., Nashville, Tennessee 37219 



Paying through the nose 
• Rep. George Mahon's article 
["We're Spending Our Way to Disas
ter"] and the "Lessons of Leadership" 
article | "Donald Regan of Merrill 
Lynch"] in the April issue are the 
best I have read in a long time. 

They were written in language ev-
eryone can understand. These men 
know how things stand. 

It doesn't take a college graduate to 
figure out that government can't go on 
spending more and more without 
someone getting hurt. I am a small 
business operator and I feel we pay 
through the nose continually. 

MARION BEYER 
BelU Plaint, i ma 

**igh marks for wool sale 
In January, you published an arti-

c le I "Indian Wool Makes the Grade" ] 
aPplauding the sale of the bulk of 
the Navajo Indian wool crop at pre
l u m prices in a declining market, 
this was a first-time event and was 
arranged by officials of the Bureau 
o f Indian Affairs. 
, In March, "Letters to the Editor" 
^eluded a letter from a reader criti
cizing that remarkable sale because 
*t Was not arranged by Indian busi
nessmen. 

I m sure many Navajo sheepmen 
who doubled or tripled their income 
because non-Indian employees in the 
bureau decided to act would agree 
hat "Indian self-determination" has 

been enhanced. 
LEWIS R. BROOSE 
Washington, D.C. 

M °ve up to square 
' Re your "Executive Trends" item 
I April 
hello. 

entitled "Goodby, fireball; 
square?" Has it occurred to you 

t nat the fireball executive of the '60s 
ls the square of the '70s? 

Those in their mid-30s in the '60s 
a r e now in their mid-4()s. 

Maybe the recruiters are in a rut 
^ t h the same clientele. In the '60s 

eV called them fireballs, now they're 
calling them squares. 

CHARLES J. MC BRIDE 
President 
Clecon, tin 
Cleveland, ahl» 
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The answer is 
the new Royfax 1800 

For high volume copying 
without high volume costs. 
Royfax is in the high-volume copier 

race . . . to win! The new Royfax 1800 
Copier gives you the speed you need . . . 
30 copies per minute . . . at the cost 
per copy of slower machines. 

Put it anyplace, plug it in anywhere 
— it's ready to give you copies 
anytime. Get sharp, clear copies of 
photographs, color originals, or even 
3-D objects on paper up to 11 ' x 17." 

After installation under the Royfax 
Copy Service Plan, you pay only for 
copies as you need them, including a 
monthly minimum charge; we supply and 
service the copier. For details, call your 
local Royal Copier Products (Royfax) 
Representative today. 

ROYAL TYPEWRITER COMPANY 

Other Royal answers to other needs: 

Royal has a full line of Royfax top-
loading and feed-through machines 
including: 
Royfax 1700-cop ies letters, 3-D 
objects, etc., up to 1 1" x 1 7." Ideal 
for highest quality production at 
1 5 copies per minute. 
Royfax 1400 - t he space, time, and 
money-saver. Fits on a corner of a desk 
top, offers all the versatility of other, 
more expensive top-loading machines. 

JLJ ROYAL 
Litton Copter Products 

150 New Park Avenue, Hartford. Conn. 06106 



Insurance for the businessman who wonders 
how he got into the real estate business. 

'RODUCT DESIGN 
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As a businessman, you're also probably a landlord, 
a tenant, or both. So you're involved in real estate 
whether you like it or not. But when you're buying 
property or negotiating a lease, if you knew all the 
hazards to which owners and tenants are exposed, 
you'd do more than consult the lawyers and account
ants. You'd call in an insurance expert, too. 

Who owns "improvements and betterments"? 

The structural changes to the premises that a tenant 
makes to suit his needs may not be removable at the 
termination of his lease because they're part of the 
building. They're called "improvements and better
ments" and, unless the lease says otherwise, they be
come the property of the landlord. In contrast, "trade 
fixtures" and "contents" belong to the tenant. 

The terms of leases vary. Definitions vary from 
state to state. So check to see what you do and do not 
own. And to what hazards you're exposed. 

To help keep things simple, the insurance industry 
permits a tenant to cover improvements under his 
contents policy. 

On the other hand, that makes it even more impor
tant to watch for a coinsurance deficiency. So when 
deciding on the amount of insurance, be sure to in
clude the value of your improvements if improvements 
and betterments are covered by your policy. 

But that, in turn, raises other questions. Since 
you're really insuring the use of the improvements 
how do you figure their value for insurance purposes? 
And what value do you insure for when you renew the 
lease? If there's a loss and you decide not to make re
placements, how much of the original cost can you 
collect? (And suppose you're the landlord. How do the 
tenant's improvements affect your own coinsurance 
requirements?) 

Unfortunately, the answers are often, "It depends". 
The best advice is to buy Improvements and Better
ments insurance, and buy it from a knowledgeable 
insurance company which can dig up your answers. 

Your legal liability in case of fire. 

If a fire is caused by negligence on your premises, 
you may be liable for damage to the building and to 
the property of other tenants. So you carry liability 
insurance. 

But your Liability policy does not cover property 
belonging to others which is in your custody or con
trol. Which could include the whole building, if you're 
a general lessee. 

You're safe so far as the building is concerned if 
your lease specifically holds you harmless in such 
cases. But does it? Or if the building owner waives his 
rights of subrogation. But has he? If not, you'd better 
buy Fire Legal Liability insurance (at only half of the 
building's fire rate). 

For your liability for personal property of others in 
your care, custody or control, your fire contents policy 
may provide only limited protection. So if you have 
valuable customers' goods on your premises, specific 
additional coverage may be necessary. 

There's interest in the leasehold. 

Many leases automatically become cancellable by 
either party if 50% of the premises are destroyed by 
fire. And leases often contain other, often unnoticed, 
cancellation clauses. 

If you had to find new quarters unexpectedly, you 
might have to pay a lot more rent. Or suppose you've 

sublet to someone at a higher rental than you pay your 
landlord and thus stand to lose the difference if a fire 
cancels your lease. 

Leasehold Interest insurance is designed to protect 
you against just such specific exposures. 

When you buy it, remember that if you have an op
tion to renew your lease, the value of your Leasehold 
Interest goes up. And that exposure is insurable also. 

Another tip.- if the building's fire rate goes down for 
any reason, the new rate should also be applied to 
your Leasehold Interest policy. 

Landlords need protection, too. 

The building owner has similar...and insurable... 
interests. The rent, for instance. If you occupy the 
building yourself, it's the "rental value" you should 
protect. 

If your property is no longer fit for occupancy due 
to damage, most states relieve your tenant of his obli
gation to pay rent. By statute. And even if the lease 
continues the tenant's obligation, there's the question 
of his ability to pay. 

The owner's exposure to loss is clear. And so is the 
need for protection. Rent insurance is fairly uncompli
cated, but a few angles are worth considering. 

After rebuilding, you may not find new tenants eas
ily. Extend your coverage beyond the reconstruction 
period by adding an "Extended Period of Indemnity" 
endorsement. 

The amount of insurance needed can be a problem 
if you confuse "rental income" with rental value as de
fined in the policy. Rental value is the rental income 
plus expenses which would normally be borne by the 
owner, but are assumed by the tenant. Examples are 
taxes and maintenance costs. 

The case for Title Insurance. 

The need for a title search before buying real prop
erty is obvious. But it's not enough. There are hidden 
risks that no search can reveal. 

For example, there could have been fraud or for
gery in the execution of a deed somewhere along the 
line. Or conveyance by a mental incompetent or a mi
nor. Or execution under an expired power of attorney. 

Title insurance pays you for losses resulting from 
title defects. It defends your title in legal actions and 
pays court costs. 

As our affiliate, American Title Insurance Company, 
says—it doesn't make sense to buy property without it. 

There are many other hazards to owners and ten
ants, but we think we've made our point. 

We're not suggesting that you should become an 
expert in real estate insurance. We do suggest that if 
you don't know one, you should find one. 

Just look in the Yellow Pages under "Continental 
Insurance". 

The Continental Insurance Companies 
Continental . A ark • Fidelity & Ca-u • 
Niagara • Seaboard F A M • Buckeye Union • A 
Ben Franklin Cos • Boston Old Colony 

HOME OFFICE: 80 Maiden Lane. New York, New York 10038 



CORPORATE 

PROFIT IS 

alive and well in 

5rJLFIfl 
D H K I R 

This 48-page 
fact packet tells you why. 

South Dakota has a healthy tax 
Climate for industry . . . Ideal plant 
sites at attractive pr ices.. . 
Revenue Bond f i nanc ing . . . 
Freeport Law for competitive 
marketing . . . Manpower Training 
assistance in six vocational-
technical schools . . . 84 dynamic 
local Development Corporations to 
assist you. Write today, or call us, 
toll-free: 800-843-1911. 

SBA Report 

Management Tips Help 
Small Firms to Grow 

The President's Task Force on 
Small Business has attributed about 
90 per cent of business failures to 
management inadequacies. This fig
ure underscores the need for formal 
training programs for owners and 
managers of small firms. 

At the U.S. Small Business Ad
ministration, an entire branch, the 
Office of Management Assistance, is 
keyed to management problems. It 
offers a program designed to help in
crease the management knowledge of 
small businesses' owner-managers 
and, by so doing, to help them help 
themselves. The program includes 
courses, conferences, problem clinics 
and individual counseling. 

In a benefit/cost analysis conduct
ed in 1971 by SBA, small business 
responses indicated that as a direct 
result of management assistance, 
there were increases in profits, em
ployment, and reinvestment in plant 
facilities. 

Small firms participating in the 
SBA program reported, in aggregate, 
profits up $26 million, employment 
up 9 per cent, and investment in fa
cilities up $71 million. 

In terms of increased profit alone, 
the returns to small businesses were 
$9.20 for each $1 of program cost. 
Furthermore, taxes business owners 
paid on the higher profits were esti
mated at $3.9 million—or $1.60 more 
into the U.S. Treasury for each $1 of 
program cost. 

In capsule description, SBA pro
vides three types of group training 
for owner-managers: 
• A course, which consists of nine or 
more hours of training, usually in a 
series of evening sessions, for groups 
of 25 to 30. 
• A conference, which may consist of 
one or more meetings, not exceeding 
a total of nine hours, for 100 or more 
enrol lees. 
• A problem clinic—a one-time 
meeting of two to four hours at which 

Prepared by the Small Business Ad
ministration. 

12 

five to 15 businessmen discuss a sin
gle management problem of common 
interest. 

Courses, conferences, and problem 
clinics are planned to meet specific 
local needs, but are based on general 
formats which have proved successful. 

Management assistance officers in 
SBA field offices serve in an advisory 
capacity with a cosponsoring organi
zation and a planning committee of 
local business leaders. SBA helps 
with program promotion, suggests 
speakers, and furnishes materials. It 
may also provide speakers from its 
experienced professional staff. 

The agency cosponsors its training 
programs with colleges, universities, 
junior or community colleges, trade 
associations, chambers of commerce, 
business firms, other government 
agencies, and SCORE (Service Corps 
of Retired Executives) and ACE 
(Active Corps of Executives) volun
teers. 

In addition to aiding people who 
now run small businesses, SBA assists 
prospective owners in analyzing what 
is involved in starting out on their 
own. Its pre-business workshops are 
a practical "meat and potatoes" ap
proach to the problems which face 
new businesses during the early pe
riod of operation. 

The workshops are one-day ses
sions, carefully structured to serve 
prospective owners. There are lec
tures on nine management subjects, 
class participation worksheets, a glos
sary of business terms, two short 
movies, and a workshop evaluation 
form. 

To encourage modern instruction 
techniques in management training 
for small businesses, SBA offers ma
terials including instructor's manuals, 
each of which consists of a packaged 
presentation of a fundamental sub
ject. 

A manual has an instructional plan, 
a lecture text, a set of transparen
cies for overhead projection, hand
outs of selected SBA publications, 
problem cases, do-it-yourself sugges
tions and a bibliography. 
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There are now 21 instructor's man
uals in use. Others—such as "Man
power Training Planning and Re
cruiting Personnel," "Interviews, 
Testing, and Selection," and "Inter
national Marketing for Smaller 
Firms"—are being developed. 

SBA also offers management train-
l ng through movies and television 
tapes without charge to small busi
ness audiences. The 16mm sound 
niovies and tapes cover a broad range 
°* subjects and dramatize manage
ment situations in authentic loca
tions. 

The agency maintains a library of 
28 training films which are available 
*°r many of the subjects covered in 
the instructor's manuals. The films, 
a s well as TV tapes, can be viewed 
°ver educational and commercial tel
evision stations that offer manage
ment training programs. 

SBA publications, which cover a 
variety of subjects of practical inter-
e s t to small business owner-managers, 
are designed to assist in building ef
ficient company management. They 
are available for use by individuals 
and as support for SBA's various 
Programs. 

Some (four- to eight-page leaflets) 
are distributed free by SBA on re
quest, and others are sold at nominal 
Prices (from 15 cents to $1.75) by 
the U.S. Government Printing Office. 
kE*A distributed nearly 3.5 million 
copies of free and for-sale publica
tions in 1971. 

In recent months, SBA has issued 
several new publications for the bene
fit of small businessmen. 

A booklet on techniques for Small 
business Investment Companies, Mi
nority Enterprise Small Business In
vestment Companies and the venture 
CaPital industry was issued in March. 
^ It is based on a MESBIC Venture 

J^apital Seminar sponsored by SBA. 
Topics include overall MESBIC op
erating considerations, investment 
guidelines, screening of applications, 
structuring of financing, and port
folio management. 

The MESBIC program was 
launched in November, 1968, as part 
o t an Administration effort to close 
a Sap in business ownership between 

members of socially or economically 
deprived minority groups and other 
Americans. 

SBA currently has licensed 46 
MESBICs to provide venture capital 
and technical and management as
sistance to minority-owned busi
nesses. 

Copies of "Perspectives in Venture 
Capital for SBICs and MESBICs" 
may be obtained free from SBA's In
vestment Division, 1441 L St. N.W., 
Washington, D.C. 20416. 

SBA also has issued a booklet for 
people interested in starting their 
own employment agency. 

"Starting and Managing an Em
ployment Agency" discusses steps to 
follow in setting up an agency, fees 
to charge, and how to obtain job 
orders from employers. 

It recommends that a person in
terested in opening an employment 
agency should have enough working 
capital for six to 12 months. In addi
tion, it cautions, one should allow 
for personal finances, in terms of liv
ing expenses and a reserve for un
foreseen emergencies such as illness. 

The booklet, the 22nd volume in 
SBA's Starting and Managing Se
ries, can be purchased for 70 cents 
from the Superintendent of Docu
ments, U.S. Government Printing 
Office, Washington, D.C. 20402. 

Meanwhile, a self-evaluation sys
tem to determine how well a small 
businessman is running his business 
is contained in "Management Audit 
for Small Retailers," No. 31 in SBA's 
Small Business Management Series. 
It is available from the Superinten
dent of Documents, U.S. Government 
Printing Office, Washington, D.C. 
20402, for 35 cents. 

A check list for measuring man
agement practices is presented in 149 
questions which cover the essential 
procedures in retail management. 
Honest answers to these questions 
should give the small retailer a good 
indication of how well he is planning 
and directing his business. 

One chapter in the booklet lists 
over 75 free management aids avail
able from all SBA field offices, as 
well as relevant publications sold by 
the Superintendent of Documents. 
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New booklet, I 
free from DuPont, tells you 

what you need to know about 
protective clothing. 

This new 12-page booklet will give you the facts on the use of 
protective clothing by your plant personnel. It explains what is 
available, offers recommendations for use, shows you how to 
reduce injuries and save money. 

Send for your free copy today. (u 

Du Pont Co. 
Dept. NB-1 
CRB Room 3156 
Wilmington, DE 19898 

Please send me a copy of your new free 
booklet "What executives need to know about 
protective clothing." 

NOMEX 

Name 

Title. 

Company 

Street 

City 

.Phone. 

State. Zip. 



Sonoco Products Company 
is a successful $135 million manufacturer 

of paper and plastic products. 
Yet some people think 

we pump gas for a living. 

We've refined a lot of 
products since 1899. But none 
of them has been gasoline. 

We let the people at ^ 
Sunoco do that. 

At Sonoco we make things, i 
Things like cones, cores ! • 

and spools for textiles. 
Cores and tubes for paper 
manufacturers and converters. Cans, containers and folding cartons for 
packaging. Column forming tubes and underground pipe for construction. 
And underground vaults for the utility industry. 

And each of the thousands of products we make is developed 
in our own laboratories. Which are some of the largest and most 
complete in the paper, cone and tube industry. 

So how can we be so big and at the same time so unknown? 
Easy. None of our products go to consumers. They're all made 

to solve specialized problems for industry. Which means even if 
someone knows us for one of our products, it's quite possible he doesn't 
know us for anything else. 

That's why we'd like to give you a booklet that tells all about all 
the things we do. If you write Sonoco Products Company, 
DepartmentNB, Hartsville, S.C. 29550, we'll send you a copy. 

It doesn't bother us that some people think we have service 
stations on every corner. 

As long as you know we have manufacturing plants around 
the world. 

Sonoco Products Company. 
Innovators in paper 

and plastics. 

SO 486 



Executive Trends BY JOHN COSTELLO 
Associate Editor 

Taking the guess 
out of estimates 

"Where should we make our caus
tic soda and chlorine?" 

That was one problem a Midwest 
chemical firm faced. 

Its annual sales—of some 600 
Products—were $200 million. 

Its freight bill could be cut plenty, 
]t .suspected, by better production 
scheduling. 

"The company was right." says 
Paul Bender, a director of Drake 
Sheahan/Stewart Dougall, Inc., New 
York management consultants. 

""But the problem wasn't really 
Production. It was marketing. 

"What they needed was an accu-
rate forecast of how much they'd sell 
°f each item—and where." 

DS/SD turned the task over to 
Curfit"—its own computerized sta

tistical forecasting technique, which 
fits a series of complex mathematical 
curves to historical sales data. 

"Curfit takes into account cycle, 
trend and seasonal sales factors," Mr. 
lender says. 

"Among other things, it found this. 
Ine company was making too much 
caustic soda and chlorine in plants 
down South. Its major markets were 
UP North. 

"So it revamped its production of 
those and other products. That cut 
l t s transportation costs from $45 mil
lion a year to $41 million." 

Predicting what customers will 
Duy isn't as tough as it used to be, 
^Ir. Bender says, "thanks to the 
blending of computerized statistical 
techniques like 'Curfit*- with hu-
man judgment." 

When forecasts go sour, he adds. 
(,on't blame the technique, "Blame 
tr>e lack of skill in applying it." 
. Charles C. Kretschmer III, Wash-
lnRton, D.C, marketing consultant, 
echoes that view. 

Most methods of market analysis 
h a v e the bugs worked out of them," 
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he says. "But they're only as good as 
the data that goes into them." 

Many companies, he points out, 
overlook the wealth of data in Wash
ington. 

"For example, at the Commerce 
Department or at the Bureau of the 
Census. And especially, perhaps, at 
the regulatory agency that rides herd 
on your industry." 

If you're marketing a product in 
the environmental field, for example, 
"you'd better keep in touch with the 
Environmental Protection Agency," 
he adds. "The agencies know what's 
going on." 

The go-getter's 
track record 

Did he sell papers as a kid? 
Caddy when he was a little older, 

or pump gas at a filling station? 
Maybe help pay his way through 

college by waiting tables? 
Chances are, you have a highly 

motivated executive if the answer is 
Yes to all these questions. 

Take it on the word of Dr. Ray 
C. Hackman, research psychologist, 
Psychological Service of Pittsburgh. 
He has made a close study of men 
who are self-starters and successful. 

"And the most reliable indicator," 
he says, "is a man's work history. If 
it began early, you almost certainly 
have a winner. 

"All of us seem to be born with a 
certain energy level. The motivated 
guy is one who has a lot of it—and 
has learned how to channel it into 
useful activities, like work." 

Some other characteristics of the 
go-getter, he says, are: 
• His leisure activity is work-related. 

"He doesn't sit around and watch 
TV," Dr. Hackman says. "He has to 
be up and doing something. Like 
work around the house." 
• He's been active in other things 
that have some social value. 

"Like church work," Dr. Hackman 

13 

We give yon 
10 seconds 

to reach 
the foreman 

If you had an Executone 
Communications System you could 
reach the foreman, the office 
manager, the personnel director, or 
anyone in the company within 
seconds. 

You'd have Executone Intercom 
stations in all offices and key 
locations. At the touch of a button, 
you could talk directly to your man. 
He could answer from anywhere in 
the room, or use the handset to 
talk privately. And if you had 
Executone Pocket Page in 
combination with your intercom 
system, you could reach your people 
anywhere in the office or plant, 
even between buildings. 

An Executone System quickly 
pays for itself. Because it helps your 
business run more smoothly, cuts 
overhead costs and improves 
customer service. 

Send in the coupon below for free 
portfolio,"How to Save with 
Intercom and Pocket Page." 

fxecufone intercom 
Executone, Inc., Dept. V-l 
29-10 Thomson Ave. 
Long Island City, N.Y. 11101 
• Please send free portfolio,"How to 

Save with Intercom & Pocket Page. 
• Have your representative phone 

for an appointment. 

N ame. 
Company-

Address 

City .State Zip. 

In Canada: 331 Bartlctt Avenue, Toronto. 



should have 

Ours. 

From coast to coast. 

One call to your local Snelling & Snelling office can 
accomplish miracles. 

Your job specifications may fit people we have immediately 
available. If not, we'll find them. 

Quickly. Efficiently. 

And with measurable savings to you in time, aggravation 
and in another vital area—money. 

Look us up in the White Pages. Then pick up your 
telephone and let a miracle happen. 

The World's Largest Employment Service 

with 540 offices coast to coast 

Executive Trends 
continued 

explains, "or community activities." 
• He keeps cool. 

"He's relatively uninfluenced by 
ordinary things that go on around 
him," Dr. Hackman says. "He doesn't 
get angry, irritated or bellicose—or 
otherwise involved emotionally. 

"And he doesn't develop anxieties 
easily." 

Dr. Hackman says you can sum 
him up like this: 

"He's a pretty stable guy, who's 
got ants in his pants." 

Blow by blow 
from Washington 

Did you catch the Senate debate 
over the Equal Employment Oppor
tunity Commission? 

It was a real knockdown and drag-
out. 

And finally, the guys in the white 
hats won. The Senate decided that 
the law barring job discrimination 
will be enforced by the courts—not 
by cease and desist orders from 
EEOC. 

That's only one of the many legis
lative issues Washington Dial has 
covered. 

It's on tap daily—with a three-
minute recorded summary of what's 
cooking in Congress. To tune in, just 
phone 202-872-1313. That's its num
ber at the Chamber of Commerce of 
the United States, Washington, D.C 

This crisp, legislative rundown is 
drawing more and more fans. 

Some call every a.m. to keep their 
companies up-to-date on the Wash
ington scene. 

"We transcribe it and post it on 
our bulletin board with a credit line,' 
one faithful listener says. 

Last year, Washington Dial drew 
650 to 700 calls a day. Now it's han
dling nearly 2,000. 

Are you really 
the Tarzan type? 

Looking forward to those two weeks 
at the beach? Or getting away from it 
all in the woods? 

Well, one expert has words to the 
wise for you: 
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Eight faces but only one profile. 
• Leonard F. Hendricks, President 
First Virginia Management 
and Research Corporation 

• William B. Graham, President 
'"-suranee Management Corporation 

2* peorge V. Scott. President 
flayers Title Insurance Corporation 

• jWren M. Pace, President 
yfhmond Corporation and 

T Life Insurance Company of Virgi 

3 ' ^alph Vv '^iph W. Leatherby, Chairman of the Board 
nd President. Leatherby Companies, Inc. 

James S. Watkinson, President 
• Ionon G. Thalhimer, Inc. 

One. 
Life of Virginia's net income increased 

16.4%in 1971. Itranks among the top 2Wo of 
the nation's 1800 legal reserve life companies. 

Two. 
Lawyers Title posted a 92% gain in 

net income last year. It 's one of the country's 
largest title insurers. 

Three. 
Leatherby Companies, Inc. earnings 

increased threefold in 1971, the first full year 
as an affiliate of Richmond Corporation. This 
California-based firm markets casualty and 
general insurance, workmen's compensation 
and employers' liability coverage. 

Four. 
Morton G. Thalhimer, Inc., a South

eastern real estate brokerage firm, saw earn
ings increase 22.5% last year, the first full 
year of affiliation with Richmond Cor
poration. 

Five. 
Insurance Management Corporation 

gained momentum during 1971, adding im
portant property and casualty organizations 
in four states to its agency network. 

Six. 
Cooke & Bieler, Inc. last year bettered 

previous record earnings by 165%. It is an 
investment counseling firm with client port
folios totaling approximately $250 million. 

Seven. 
First Virginia Management and Re

search Corporation is the investment adviser 
and distributor of shares of First Fund of 
Virginia, a mutual fund. In 1971 sales in
creased 11.9%. 

Eight. 
Richmond Equivest, Inc. is an affiliate 

formed in 1970 as a vehicle for equity real 
estate investments, including joint ven
tures. Last year the organization broke 
ground for a $50 million environmental 
community. 

Eight faces. 
They add up to one holding company: 

Richmond Corporation, with combined 
assets of over 1 billion dollars and consoli
dated net income of $24.8 million, up 67.3% 
from the previous year. 

With one profile: an interrelated finan
cial services network with the kind of cross-
market ing capabili t ies and operat ing 
economies others only talk about. 

RICHMOND 
CORPORATION 
Look into us for all we're worth. 

* * * , ^c./M^1' Corporation. 91 I Capitol Street .Richmond, Virginia 23219/The Life Insurance Company of Virginia/Lawyers Title tnauranceCorporation/Leatnerby Companiee, 
""""(J. Thalhimer, tnc./Insurance Management QorporatJpn/Copke&Bieieri Inc./First Virginia Management and Research Corporation/Richmond Equivefl | |" 



Executive Trends continued 

"Summer vacations can be killers," 
says Robert Moore, president of 
Searle Educational Systems, Inc., 
Chicago, 111., which has developed 
"Project Health," a preventive medi
cine education program. 

"Rule one is don't overdo the Tar-
zan bit. 

"Golf's fine, but not 27 holes in a 
broiling sun." 

And think twice before you plunge 
into that icy water for a swim across 
the lake, Mr. Moore cautions. Or play 
football with the college kids who wait 
on tables. 

"Or even challenge your wife to an 
afternoon of tennis." 

Most wives, Mr. Moore notes, are 
in better condition than their ex
ecutive-type husbands. 

"He probably eats the wrong foods, 
smokes too much, and seldom gets 
away from the desk. 

"But his wife's been spending the 
day carting packages, racing up the 

stairs and down, and walking the dog. 
"He shouldn't expect to be able to 

compete with her." 
What kind of exercise is O.K.? 
Walking, cycling, jogging and 

swimming, Mr. Moore says, as long 
as you don't overdo it. But skip high
ly competitive games—or those with 
lots of body contact. 

What's the best rule for keeping 
fit all year round? 

"Moderate exercise," says Mr. 
Moore, "and a healthy, sensible diet." 

Taking a look 
at toll calls 

You might save a bundle, if you do. 
"Eight companies out of 10 could 

cut their long-distance phone costs," 
says Arthur L. Katz, vice president, 
Computoll, Inc., New York City. 

"But many don't know they can 
get special bulk discount rates. Any 

firm that spends $2,000 a month—or 
more—on those calls should qualify 
for a special cut rate." 

For example, a WATS (Wide Area 
Telephone Service) line. A New York 
or San Francisco firm may be charged 
$1,900 a month—plus tax. That's for 
24 hours a day, seven days a week, for 
calls anywhere in the continental 
United States. 

The rates vary by location. For 
firms in Kansas, Nebraska, Iowa, 
North and South Dakota, the month
ly charge could be $1,650. 

"But WATS isn't always your best 
bet," Mr. Katz says. "You can also 
get a tie line, or foreign exchange ser
vice, or rent a private line. Some
times, a combination of two or more 
is the answer." 

To find out what you need, he says, 
you must know: 
• How many calls you're making. 
• How much they cost. 
• How long they take. 

HANNA INDUSTRIES 

Solves the puzzle! 
It's a well established fact: The car wash business is a highly profitable one. 

You've probably seen figures that would have put you into the business 
before now except for one thing . . . expertise. 

Hanna Industries has, in the past, offered years of expertise in such critical 
areas as. a> Site Layout, b> Site Analysis, c) Market Studies, d) Operating 

Pro Forma, e> Equipment Selection, and f) Capital Justification Expenditure 
Studies. Through Hanna's financial engineering, you are still offered these, 

plus the one missing piece of the puzzle that makes it a total concept: 
A building that is structurally integrated for Hanna equipment, and 

available through the Challenger Division. 
'As a businessman, you are aware of the tremendous tax advan

tages available to you when purchasing equipment as opposed 
to purchasing property. The modular structures offered by 

Hanna Industries are integrated with the equipment which 
means accelerated depreciation schedules and easier 

financing. Due to the innovative roof design which utilizes 
concrete slabs, ecological and aesthetic considerations 

have been more than met. 
Hanna Industries solves investment puzzles every day. 

Perhaps you should investigate how we can help you with 
yours. For further information contact the Challenger 

Division, or call toll free 800/547-7911. 

i ^ k HANNA 
" INDUSTRIES 
Dept. 247. P.O. Box J736, Portland,Ore, 97208 



Napoleon sold 
American land at 
irresistible prices. 

But Irvine's 
catching up. 

Napoleon Bonaparte moved real estate faster than he moved 
armies. And that was fast. 

His secret? The irresistible price. 
In 1803, for instance, Napoleon sold 828,000 square miles 
°f America. For $15 million.Thomas Jefferson only wanted 
New Orleans, but who could resist three cents an acre? 

Irvine Industrial Complex isn't selling its 1.000 prime 
acres for pennies. But it is selling plant sites at 
^resistible prices. In fact. Irvine industrial 
land is priced lower than comparable dirt 
anywhere in Southern California. Especially, 
when you consider that all off-site improve
ments are included in the bargain. 

'And "all off-site improvements" includes 
paved streets, concrete curbs and gutters, 
streetlighting and in-street utilities...all 
free of bonded indebtedness.) 

furthermore, Irvine industrial land enjoys 
c°mparatively low property tax rates. (Aver
age $8.82 per $100 of assessed valuation.) 
And property appreciation is high. ( Example: 
$10,000 an acre in the past two years on Lot 4, 
Tract 6190.) 

j l you're looking for a good deal on industrial 
land — from less than one to more than 100 acres 
~~~-call your industrial real estate broker. He 
knows about irresistible prices. And about 
^vine. Ask him to tell you about both. 

Irvine Industrial • Complex 
2122 Campus Dr., Irvine, CA 92664 
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Your corporate attorney has a problem 
we think you ought to know about. 

He's away from home a lot lately. 
Investment tax credits, wage and price controls, 

mergers and acquisitions—these are just a few of the 
serious legal issues that compete for his experienced 
attention and valuable time. 

When he runs into the special laws that govern 
property ownership, Chicago Title Insurance can 
help. CTI has the experience and depth that can help 
him unravel time-consuming real estate problems. 

This specialized expertise includes a broad variety 
of services that help you build, buy or sell property. 
And no matter where you invest, one of our more 
than 80 company-owned offices, 800-plus agents or 
thousands of approved attorneys knows how to deal 
with the local real property customs you'll encounter. 

Now you know about one of your attorney's big
gest problems. And how to solve it. 

Give him a break. Give us a call. 

Chicago Title Insurance Company 
Building on 125 years of experience. 

Los Angeles—213/385-7351 • Riverside—714/784-2464 • Ventura—805/648-6925 
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• And when the calls are being made. 
Computoll analyzes all outgoing 

calls to get that information. 
"Not only by area code," Mr. Katz 

says, "but by individual numbers, 
and by WATS bands—groups of area 
codes. 

"We find that 40 per cent of the 
calls account for 75 per cent of the 
time used. Usually, a business call 
should take only five or six minutes. 
But chitchat may stretch it to 10 or 
more." 

How to do business 
with Red China 

Not that there's much of it—yet. 
China's 800 million people sound 

like a lot of customers. 
But, they're not standing around 

with yuan burning holes in their 
Pockets. 

In fact, the GNP is about $100 to 
$125 per capita. 

That means China is about as rich 
a market as Italy. 

And so far, not nearly as friendly. 
But if you do aim to sell there, 

Pakistan International Airlines has 
some helpful hints. 

It's the only airline that can fly 
Americans—and American goods— 
directly from the United States to 
Shanghai. 

"All foreign trade—imports and 
exports—is handled by the central 

government," says S. Khalid Hasan, 
PIA's chief in North America. 

"Or rather, by seven government 
trading corporations. Each has its 
main office in Peking. And that's 
where you want to go to make a 
deal." 

Like bureaucracies everywhere, 
Peking's has lots of red tape. 

"You need a detailed proposal, 
backed up with full information 
about your firm and its products," 
Mr. Hasan says. "And be sure to 
make six copies of everything." 

The Chinese Export Commodities 
Fair in Kwangchow (formerly Can
ton) is a good place to sell—or buy. 
The fair runs from April 15 to May 
15, and from Oct. 15 to Nov. 15, each 
year. 

"The Chinese negotiate 30 to 50 
per cent of all their foreign trade 
there," the PIA executive says. 

"But to go there, you almost have 
to be invited by one of the Chinese 
trading corporations. 

"However, you might wangle a bid 
by writing directly to the fair at 
Pearl River Square, Kwangchow, 
China." 

What does it take to do business 
with Peking? 

"Time, effort and patience," says 
Mr. Hasan. 

He also suggests dealing through 
a trading firm, perhaps in Hong 
Kong, that is experienced in dealings 
with Thina. 

changing 
your 

address? 
Please attach the latest 
address label from your 

Nation's Business cover in 
the space above, print your 
new address, and mail this 
form to Nation's Business. 

Important: Allow five 
Weeks for address change. 

Whenever you write us about 
your subscription, please include the latest 
address label for prompt service. 

name 

co. name 

address 

city state zip code 

NATION'S BUSINESS, 1615 H STREET N. W, WASHINGTON, D. C. 20006 

V * 
\ C*J 

tsffms 

ft 

It's never too early 
for Fire Fyter protection 

But it could be too late. 

False alarm? Don't count on it. Fire 
strikes another business every four min
utes, every day. And with crippling 
results when irreplaceable records are 
turned to ashes... cremated in ordinary 
steel files. It's a risk you can. avoid 
with Meilink Fire Fyter Files, featuring 
patented Thermo-Cel insulation. They'll 
see your records safely through an in
ferno. Letter, legal, ledger and check 
sizes. Call your Meilink dealer. Check 
Yellow Pages under "Safes-Meilink". 

FREE BOOKLET tells record protection 
facts. Mail coupon for your copy. 

STEEL SAFE C O M P A N Y 
P.O. Box 2847 . Toledo, Ohio 43606 • Dept. NB6 

Fire Fyter Files • Record Safes • Home Vaults 
Please send free 
Record Protection Facts Booklet. 

Name 
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your 
shipment 
there fast. 

GREYHOUND IT. 

When you've got a little 
shipment in a big hurry, 
send it by Greyhound. 
It's economical and you 
can send most any 
shipment, up to 100 
pounds. 

Because anywhere 
Greyhound buses take 
people, they take shipments. And that's almost 
everywhere. Canada, too. They usually go out on 
the next bus. And because Greyhound buses 
travel all day and night, everyday, your ship
ment won't get shelved over a weekend. Or a holi
day. Or grounded. Most shipments arrive within 
24 hours. 

You can ship C.O.D., pre-paid, or collect. Lot 
shipments, too. So, next time, take your shipment 
to a Greyhound terminal. 

Put your 
shipment 

on the 
bus. 

Greyhound Package Express^^-^ 
FOR MOVING A HOUSEHOLD, LEAVE THE MOVING TO GREYHOUND VAN LINES. 



PANORAMA of the nation's business £ VERNON LOUVIERE 
Associate Editor 

Broadening Summers 
Abroad for Youngsters 

It's not true that all of today's teen
agers are turned off by such rules as: 
"At dinner, men should wear coats 
and ties and women should wear 
dresses, shoes and hose." 

The Foreign Study League success
fully imposes codes of behavior and 
dress—neither too rigid nor too le
nient—on thousands of high-school-
age American youngsters who enjoy 
summers of fun and study abroad. 

A subsidiary of Transamerica Corp., 
^SL runs the largest and oldest of 
foreign study programs for U.S. high 
school kids. It was responsible for 
sending more than 6,000 overseas last 
summer and will send at least that 
•"•umber this year. 

FSL has been able to reach innu
merable American parents with invi
tations like this one: 

"If your teen-ager is pestering you 
*° go abroad this summer, a student-
style vacation in Europe or elsewhere 
won't have to mean leading a hippie 
''fe, sleeping in the streets or bathing 
l n public fountains. 

Students soak up history and 
culture at a Roman landmark. 

"You can send your youngster over
seas, at moderate cost, for a well-run, 
enjoyment-filled program of foreign 
study and travel that will give him or 

her an intimate acquaintance with 
other people and other lands." 

The League leases classroom and 
dormitory facilities on some 130 cam
puses in more than a score of coun
tries around the world. Student 
groups move from one campus to an
other, spending their mornings in 
classrooms and their afternoons and 
weekends on field trips. They are ex
posed to culture, history and language 
in huge but interesting doses. 

The students are under supervision 
of counselors, most of whom are pro
fessional teachers, and the setup at 
each campus is headed by an Amer
ican educator. Rules of conduct are 
rigidly enforced and any youngster 
committing a serious infraction is 
sent home at his own expense. Hard 
liquor and drugs are taboo. 

It is impressed on the students that 
they have a responsibility to them
selves, their families and their coun
try, and that they should create a 
favorable impression among the peo
ple they meet abroad. 

FSL, headquartered in Salt Lake 
City, Utah, was founded by the Mor
mons with $900 and sold to Trans
america in 1968 for $6 million. 

por the Executive: An 
Easier Way to an M.B.A. 

' you have a good background in 
Management—college isn't necessary 
-~-you can earn a master's degree in 
business administration at Wake For-
e s t University in Winston-Salem, N.C., 
DV attending classes on some of your 
days off. 

Wake Forest's Babcock Graduate 
^chool of Management, a pioneer in 
development of specialized training 

0 r executives, began using this new 
c°ncept of higher education last year. 

Attracted to it have been M.B.A. 
candidates from Western Electric, 
Stewart-Warner, Schlitz Brewing, 

'edmont Aviation, Continental Can, 
n d other firms represented in the 

W|nston-Salemarea. 

"What is a 'good background' for 
studying business management?" Act
ing Dean Jack D. Ferner asks. "We 
think several years of experience in a 
management position is just as good 
a background as having gone to un
dergraduate school and taken courses 
in economics, business, accounting 
and the like." 

A popular feature of the program is 
the negligible loss of an executive's 
time in obtaining an M.B.A. degree. 
He can complete his schooling in 20 
months by attending classes on al
ternating Fridays and Saturdays. 
Since most executives are off on Sat
urdays, they are away from their 
desks only two days a month. 

This contrasts with other univer
sities, where a degree-seeking execu
tive may have to devote six, eight or 
sometimes 10 years to night classes to 

reach the same educational objective. 
Dean Ferner, who was president 

and chairman of Chemical Separa
tions Corp. in Oak Ridge, Tenn., be
fore joining Babcock, says an impor
tant point business schools must 
consider is that "the body of knowl
edge concerned with business man
agement doubles in less than 10 
years." 

Learning "is a lifelong process and 
business leaders must be continuous
ly learning and releaming," he points 
out. "Our program is designed to 
meet the needs of managers in those 
organizations which recognize and ac
cept the challenge of change. At the 
same time, the program develops the 
participant's capacity to deal confi
dently and competently with current 
managerial problems." 

continued next page 
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Panorama continued 

Private Enterprise 
Thrives in Cuba (N. Mex.) 

Two years ago, the small town o 
Cuba, N. Mex., was dying. It had n 
jobs to offer and its young were flee1 

ing to the cities. For the most part, 
those left behind subsisted on food 
stamps and welfare checks. 

Then Earth Resources Co. of Dallas, 
Texas, built a mill and started mining 
copper on the western edge of the 
Santa Fe National Forest, a few miles 
outside Cuba. 

Today, the Nacimiento mine and 
mill has a payroll of $1 million a year 
and employs 130 Cuba residents, most 
of them Mexican-Americans and Ji-
carilla Indians. Ex-residents are re
turning, homes are being built, there 
is vitality and hope. 

In keeping with its name, which 
means "nativity," the mine has meant 
the birth of an economic era for 
Cuba. 

Cuba Councilman Anselmo Gallegos 
says: "The Nacimiento mine has in
fused a new spirit of civic responsi
bility in our people." 

A $2 million school bond issue has 
just been passed. Town merchants are 

Site of the Nacimiento copper mine in New Mexico, which will be turned 
over to the public as a recreation area when mining operations cease. 

upgrading their stores and merchan
dise. Home improvement loans have 
leaped twelvefold. Nearby ranchers 
are increasing their stock. 

When Earth Resources came to 
Cuba it promised not to merely leave 
gaping holes in the wake of its min
ing. Almost from the start it has been 
restoring the land, planting as it has 
gone along. Five hundred trees were 
moved from the mine site to Cuba to 
help beautify the town. When the cop
per runs out, much of the mining 
area will be converted into a large 
lake. The lake and the other land will 
be turned over to the U.S. Forest 
Service. 

"Earth Resources has stuck to all 
of its promises," says Franklin D. 

Sayner, vice president and manager 
of the First State Bank of Cuba. 
"Their past performance is a sign 
that even better times are yet to 
come." 

Earth Resources bought the mine 
area from the Forest Service. By law, 
it does not have to return it. But it 
will—and this once-raw, heavily erod
ed land will become an attractive rec
reational site. 

Company officials are proud of what 
they are doing in Cuba—but they 
tend to lower their voices if they're 
discussing it on airliners. Some of 
them, en route to the area, have 
drawn apprehensive stares from stew
ardesses when they mentioned their 
destination. 

A Partnership That 
Yields Many Profits 

Can a businessman learn anything or 
achieve satisfaction by working with 
government on a social problem? 

William C. Woodward, a vice presi
dent of Alcoa, answers Yes. 

Mr. Woodward has just ended a 
12-month term as president of the Na
tional Alliance of Businessmen, which 
was created several years ago to find 
jobs for disadvantaged people, and 
whose goal was expanded last year to 
include jobs for veterans. 

NAB is a business-government part
nership that draws heavily from the 
ranks of executives in private enter
prise who deal day-to-day with their 
counterparts in government. 

"I have found that this partnership 
has valuable benefits for both busi
ness and government," Mr. Woodward 
says. 

"For the businessman, it is ex
tremely valuable to have a sabbatical 
from his usual patterns—to devote 
himself, for a year, to something for
eign. This is particularly true in a sit
uation where he can bring the talents 
and strengths of business to bear on 
the solution of a social problem. 

"I know I have benefited greatly 
from my exposure to government and 
to the problems it deals with daily. 
And, at the same time, I believe the 
government is benefiting from its ex
posure to the business community." 

His greatest satisfaction has come 
from his work with veterans. Presi
dent Nixon last summer set NAB a 
goal of 100,000 jobs for veterans. The 
goal the President set has virtually 
been reached. 

Mr. Woodward could have in mind 
what has happened to young men like 
Will Mauldin of Harrisburg, Pa., who 
left the Air Force to wind up in one 
dead-end job after another. 

NAB steered him to Stephenson 
Equipment, Inc., where he was ac
cepted as a mechanic trainee. His 
first job was washing down machin
ery; now he is repairing and servicing 
heavy equipment. 

Young Mauldin says: "I've always 
wanted to work and have a feeling of 
accomplishment. Here, I am able to 
work with my hands and see the 
results." 

Or take Rob Baca of Dallas, Texas, 
a veteran of both Korea and Viet Nam. 
A first lieutenant in the Army's Spe
cial Forces, he figured there was a 
good job on the outside. He wound 
up selling shoes. 

Through NAB, Mr. Baca became a 
teacher at the Callier Hearing and 
Speech Center in Dallas. 

"When I started work here, I had no 
idea what I wanted to do with my 
life," he recalls. "Now, I'm looking 
forward to a career in special 
education." 
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At last: Business insurance 
made easy An all-in-one policy 

that's easy to pay for. 
The Great Simplifier: 

f AUstate's new Business 
Package Policy. 
New for the independent 

businessman, one policy that 
covers it all: property and liability 
insurance, burglary, vandalism, 
business income loss and all 
the rest. 

We give you hundreds of choices. 
You select the combination that's 
exactly right for your business. 
Maybe you want a little extra 
vandalism protection, or a little 
less of something else. Whatever 
you think is right. We put it 
together on "one piece of paper" 
that's right for you. 

You don't have to worry about 
costly overlaps or gaps in 
protection. No matter what you 
select, it fits. And you pay only 
for that. It can probably save 
you money. 

It's simple. One policy, one 
agent, one company and one 
premium. 

There are already over 250,000 
businesses insured by Allstate. 
Practically every kind of business 
there is. 

Next time you need business 
insurance, call Allstate. We think 
you'll like business insurance 
without the red tape. We know 
you'll like £k\ l o t o t O 
the price. X I I I O l C l l G 

\bu're in good hands. 



The Past Is Prologue 
Fifty-five years ago in Nation's Business 

(established 1912) 

"Let the government take all our profits, if it must 
have them, so long as it doesn't destroy our business." 

Those are the words of the president "of a prominent 
industrial corporation—one controlling eight subsidi
ary companies," as quoted in the June, 1917, issue of 
NATION'S BUSINESS. 

The reason for this spirit of self-sacrifice: That April, 
the United States had declared war on Imperial Ger
many. 

"I have warned every officer of every subsidiary 
company not to let me hear any kicking about war tax
ation," the industrialist said. "The penalty is his job, if 
he does. This is not the time to kick." 

An article headlined, "Business—the Enthusiastic 
Conscript," reported: "There, in a nutshell, is the atti
tude of American business, big and little, today." 

A "high military officer" was quoted as saying: 
"They all want to go to the front, these businessmen 
who ought to stay home and keep the wheels of pro
duction grinding. . . ." 

If businessmen weren't clamoring to go "over there," 
where it wouldn't be over until November, 1918, they 
were eager to serve their country in Washington. "Look 
at the men of prominence in finance and industry . . • 
who are giving their whole time and energy to war 
service, leaving trusted lieutenants to take care of 
corporation affairs," the article said. 

One prominent financier, a J.P. Morgan and Co. 
partner named Henry P. Davison, was featured in a 
separate story, "The Millions of Mercy." He was head
ing the Red Cross War Council, which had vast plans 
for medical and other aid to U.S. fighting men. 

All through the magazine, the theme was the same. 
An article entitled "We Are at War" reported the 
Executive Committee of the Chamber of Commerce of 
the United States was out to mobilize sentiment behind 
the war effort. "A Plea for National Unity," by Ed
ward Hungerford, said: "This is the day to forget about 
the local wants. . . . Can your town furnish the enthu
siasm for a regiment that it has had for a new post 
office? If your town has a population of 50,000, it 
should be prepared to furnish five companies of a hun
dred men each." 

An article headlined "Labor, Too, Goes to War" pre" 
dieted "our skilled men in shop and factory" would 
"hit harder in the industrial trenches," and examined 
how France and Britain had marshaled their workers. 
(Britain's Department of National Service, it seemed, 
was headed by Neville Chamberlain—who was to g° 
down in history not for what he did during World War 
I, but for his vain effort at Munich to stave off World 
War II.) 

And an article about government bonds predicted 
American dollars would "spring from the pockets ol 
citizens." After sale of a new $2 billion issue, the story 
noted, the national debt per capita would be $30. It s 
more than 80 times that today. 
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HORNBLOWER +23 
DOW JONES 10 

The final results are now final. 
During 1970-71, Hornblower's fundamental stock 

recommendations for capital gains out-performed the Dow Jones 
"Blue Chip'5 average by better than two to one. 

And an average like that is anything but average. 
In fact, of the 156 stocks our analysts recommended, 122 rose, 

2 remained the same, and 32 declined. 
Which means that had you followed all the stocks we 

recommended during this period, it would have resulted in a 23.5% 
gain, or 2.3 times the Dow Jones average of 10. (A copy of our 
1970-71 research record is available at all Hornblower offices.) 

But that's all history now, and since we can't guarantee how 
our analysts will do in the future, we can only tell you why we 
believe they did so well in the past. 

The reason was money. 
Each of our analyst's yearly compensation is tied directly to 

his stock recommendations. If a stock he recommends goes up, so 
does his pay. If it goes down, so does his pay. 

As you might suspect, this system tends to produce 
intensely-researched stock recommendations. 

And if you would like to know what our analysts are 
recommending now, call or write any Hornblower broker. 

At Hornblower, our analysts don't merely recommend stocks; 
they bank on the stocks they recommend. 

We wouldn \ recommend anything we wouldn \ buy ourselves. 

HORNBLOWER 
HORNBLOWER ̂  WEEKS~HEMPHILL,NOYES 

O&Cmamttfemi v L ^ Memberu)/the New YorkSlock ti.\ihanfif,In(. 



Continental. 
We add assurance to life in an unsure world 

. . . with an exclusive, innovative kind of business life insurance 
that even pays full face amount for disability. Continental's 
Business Buy-Out uniquely provides continuity for businesses and 
those who depend on them. It's the only effective method of 
funding a buy/sell agreement. 

Most funding plans today protect only against death. 
Continental's Buy-Out does this . . . and more! It protects a 
business even if the owner becomes totally and permanently 
disabled or even retires. All this under one permanent 
cash-building life insurance policy. 

Business Buy-Out can protect sole proprietorships, partnerships, 
closely-held corporations and professional corporations. (SsJS 
Ask your insurance broker. 

There's a better life in an unsure world through more kinds of 
life, disability income, retirement, and group insurance 
from inventive Continental, the No. 1 Choice of Insurance Pros. 

CONTINENJRLjRSSUmNCE 6>. 
A PART OF CNA FINANCIAL CORPORATION 



Private 
Health Aid 
Balloons 

Private U.S. insurers paid $17 bil
lion in health benefits in 1970. That 
was three times the total for 1960 and 
more than 13 times the total for 1950. 

The increase in benefits reflects 
the expansion of coverage. By 1970, 
181.5 million Americans—nearly 90 
Per cent of the civilian resident pop
ulation—were protected by one or 
more forms of private health insur
ance. 

Roughly 170 million people under 
65—94 per cent of the total of that 
age group—had some type of cover
age. 

Those statistics showing the rapid 
growth and broad coverage of private 
health insurance in this country are 
from the 1971-72 "Source Book of 
Health Insurance Data." 

It's published by the Health Insur
ance Institute, which is maintained 
°y the nation's insurance companies. 

The Source Book, providing de
tailed information on major forms of 
health insurance, has been widely 
Used over the years by the hospital 
and medical professions, government 
leaders, the business community, ed
ucators, unions, researchers, writers 
and others interested in health care 
and its financing. 

The Institute, in a brief backward 
look, recalls that health insurance 
evolved from public demand over a 
century ago for some form of cover-
age against the frequent rail and 
steamboat accidents then. 

Health insurance as such started 
exPanding substantially toward the 
end of the Nineteenth Century with 
etnphasis on replacement of income 
rather than medical benefits. Those 
Garly policyholders were protected 
against loss of earned income from 
diseases that included typhus, ty
phoid, scarlet fever, smallpox, dipth-
e r ia, diabetes and a few others. 

Single copies of the "Source Book 
o f Health Insurance Data" are avail
able free from the Health Insurance 
institute, 277 Park Ave., New York, 
N-Y., 10017. END 
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PLENTIFUL POWER 
SPARKS OUR GROWTH. 

Think what it could do for you. 
Lakeland never has to choose between the power needs of 
its residents and its growing industry. Because we never let 
the needs get ahead of the supply. 

Our municipally-owned power company also generates in
come, to keep us abreast of our challenges. Which is at least 
part of the reason for our stable taxes. 

Plentiful power is the kind of thing that can make your plant 
or branch happy here. There are others, including overnight 
shipping to 12 of the nation's top growth markets. You'll find 
them all in the folder: "Lakeland: Dynamic Central Florida 
Growth Area." 

WKEL4ND 
Wonder-full All*America City, Florida 

Neighbor to Walt Disney World 

For further details and informative literature contact: 
John M. Hamilton 
Manager, Industrial Division Dept. 17 
Lakeland Chamber of Commerce 
35 Lake Morton Drive • Lakeland, Florida 33802 

NAME. 

ADDRESS. 

CITY. STATE. 



Suppose we give a pharmaceutical company 
a business loan. 

And nine months later they have growing pains. 

We're right there, ready to give 
again. Ready to help by handling their 
increased financial needs. 

When we give you a business loan, 
we give you more than money. 
We give you service. 

One of our account executives 
keeps well informed of your progress. 
When you need additional assistance, due 
to growth or other unforeseen circumstances, 

we're already aware of your needs. 
Need a business loan ? Contact 

the office nearest you. 

Commercial Credit 
Business Loans, inc. 
/S^ Another service Jor your business from 

/ p j A COMMERCIAL CREDIT BUSINESS SERVICES 
\5S3/«» business loans • factoring • credit insurance • equipment, 
vehicle & aircraft leasing & financing • rediscounting • venture capital 

Wfe don't lend you and leave you. 

ATLANTA, BALTIMORE, CHICAGO, CINCINNATI, DETROIT, DALLAS, LOS ANGELES, NEW YORK, SAN FRANCISCO 



Sound Off to the Editor 
Should You Vote for the Man and Not the Party? 

In his famed farewell address cau
tioning against "permanent alliances 
with any portion of the foreign 
world," President George Washing
ton also warned the infant United 
States against dividing along party 
lines. 

"The spirit of the party," he said, 
has "baneful effects." It "seems al
ways to distract the public mind and 
enfeeble the public administration," 
he explained. 

His successor, John Adams, held 
a similar view: "There is nothing I 
dread so much as the division of the 
republic into two great parties." 

But despite the opposition of those 
and other early national leaders, the 
Party system became deeply embed
ded in American politics. 

By 1816, Andrew Jackson was say-
l ng that "now is the time," not to 
come to the aid of the party, but "to 

exterminate the monster called party 
spirit." 

Emphasis on parties did subside 
somewhat in the ensuing "era of 
good feeling" but then it came back 
stronger than ever, and it has re
mained with us ever since. 

Now, however, more and more 
Americans take pride in "voting for 
the man and not the party"—as 
evidenced by the fact that Presiden
tial and other election results fre
quently bear little relation to party 
registration figures. 

Though many agree that this is an 
enlightened approach to a citizen's 
responsibilities, others do not. 

The two-party system, supporters 
of party-line voting say, has kept 
America stable—in contrast to the 
experience of other democratic coun
tries. 

They argue that weakening the 

system could bring about politics 
based on personal factions, with can
didates running on every individual 
issue. The result, they say, would be 
no continuity in politics, and so 
many candidates and so much con
fusion that voters would not know 
where to turn. 

But those who argue that people 
should vote "for the man" say this 
permits choices on the basis of abil
ity, rather than on the basis of rigid 
party ties. 

Also, they say differences are so 
wide within each major party that 
the party label frequently has little 
meaning. They add that since many 
of the traditional differences between 
the parties have vanished, the par
ties' selection of candidates no longer 
guarantees voters clear-cut choices. 

What do you think? Should you 
vote for the man and not the party? 

Jack Wooldridge, Editor 
Nation's Business 
1615 H Street N.W. 
Washington, D.C. 20006 

Should you vote for the man and not the party? • Yes • No 

Comments: 

Name and title 
(PLEASE PRINT) 

Company 

C i t y 
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Sound Off Response 

Anchoring Easter-Pro and Con 
NATION'S BUSINESS readers, judg

ing by responses to the April "Sound 
Off to the Editor" question, are split 
almost 50-50 on whether Easter 
should be celebrated on the same 
Sunday each year. 

Those who oppose the change are 
generally moved by religious tradi
tion and those in favor see it as a 
boon to business and an opportunity 
to better plan vacations, meetings 
and other events. 

The question "Should there be a 
fixed Sunday for Easter?" triggered 
a large number of responses. More 
than 52 per cent answered in the af
firmative and many—especially those 
who live in colder parts of the coun
try—favored a Sunday late in April. 

One proponent, Emerson P. 
Schmidt, Oakton, Va., an economic 
consultant, says: "The shift of the 
Easter season from year to year dis
torts data on retail sales, production 
and other economic or business in
dicators to the point where both the 
business executive and the economic 
analyst must waste much talent and 
money on making corrections in or
der to measure trends accurately." 

Ed McMahon, president, Trade 
Shows, Inc., Houston, Texas, writes: 
"Due to the ever-increasing demands 
of affairs around us and throughout 
the world, I find that schedules must 
be set far ahead of their time. I 
strongly believe that all annual 
events—including Easter—should be 
fixed in an effort to improve organi
zation." 

A somewhat similar view is ex
pressed by Luca Buccellati, presi
dent, Buccellati, Inc., New York 
City: "General planning is becoming 
increasingly important for the wel
fare and survival of future genera
tions, and the fluctuation of Easter 
disrupts too many segments of mod
ern life. From the religious point of 
view the birth of Christ is celebrated 
always on the same date. What rea
son is there not to celebrate His Res
urrection in the same manner?" 

But there are strong feelings on 
the other side. 

For instance, Thomas F. Moore, 

president, Industrial Lead & Plastics 
Construction, Inc., South El Monte, 
Calif., says: "Change simply for the 
sake of change is of no value. We 
try to give our children a sense of 
heritage. Let's not jar them around 
just to be flexing our muscles. Some 
sense of tradition may reinforce the 
stability of the individual in this 
present-day society." 

Gene Burnett, president, Burnett 
Instruments, Lawrence, Kans., writes: 
"Moving George Washington's birth
day was one thing and Christ's Res
urrection is another. It seems to be 
more useful to have adjusted George's 
birthday, because it could fall on any 
day of the week, whereas Christ's 
Resurrection is always on Sunday. 
Leave it alone." 

"My very first reaction was that 
people should stop trying to 'play 
God,' " writes James C. Harris Jr., 
president, Harris-Lake Oil Corp., 
Mt. Dora, Fla. "On reflection it 
seems there must be many problems 
that need solving other than changing 
things that have been observed for 
years. In these times of great change 
everywhere it is comforting to have 
a few things that remain the same, 
such as Christmas and Easter. Or is 
Christmas going to be next?" 

However, Dr. L. J. Peterson, pas
tor, Northbrook Presbyterian Church, 
Birmingham, Mich., likes the idea of 
a fixed Easter, as long as it's not 
when there's still snow on the ground 
in Michigan. "Make it about the 
fourth Sunday in April and I'll say 
Amen," he explains. 

"Set a definite date in the calendar 
for Easter and let the churches fol
low or not," asserts Robert E. Var-
nerin, manager of education, Man
ufacturing Chemists Association, 
Washington, D.C. "We will clear up 
a great deal of confusion on vacations 
and business." 

"The particular day chosen to 
commemorate a great event is usual
ly both arbitrary and irrelevant," 
writes Mark Draper, associate crea
tive director, KRM, Inc., Miami, 
Fla. "For example, there is no Bibli
cal evidence that Christ was actually 

born on Dec. 25th, but this hasn't 
interfered with the celebration of 
Christmas. What counts is the spirit, 
not the date." 

On the other hand, Thomas A. 
Tebbens, president of The Alfred T. 
Tebbens Steel Corp., Center Mo
riches, Long Island, N.Y., is vigor
ously opposed to a change. "Easter is 
a 'holy day,' not a holiday," he notes. 
"Americans seem to have a fixation 
on rubber-stamping everything or 
compartmentalizing everything. Eas
ter runs an identity-loss possibility if 
a date is fixed." 

In somewhat the same vein, S. 
Merl Burdett, district manager, Gen
eral Cinema Corp., Orange, N.J., as
serts: "I think the commercialization 
of all holidays, religious or otherwise, 
has gone too far already." 

Russell H. Morgan, vice presi
dent-general manager, radio station 
WTTR, Westminster, Md., prefers to 
stick to "the first Sunday after the 
first full moon following the vernal 
equinox. This cosmic fact remains 
regardless of our ignorance of the 
plan—and the plan is working for 
our benefit regardless of our ignor
ance." 

"Too many well-founded traditions 
have already been changed by gov
ernment," says David B. Redding, 
president, Macon Tent & Awning 
Co., Inc., Macon, Ga. "Every time 
one of these good traditions is 
changed, it deteriorates the caliber 
of the American people and the 
greatness of the country." 

However, John T. Braxtan, secre
tary, Bemis Co., Inc., Minneapolis, 
Minn., thinks it's time for a change-
"Certainly it would be desirable to 
have a fixed Sunday for Easter from 
a business standpoint because more 
and more companies observe Good 
Friday as a holiday," he says. 

And F.H. Hamilton, executive vice 
president, Swan Point Cemetery, 
Providence, R.I., writes: "Easter is of 
particular significance to cemeteries. 
A fixed date would better enable 
them to schedule their maintenance 
and greenhouse activities." 

"Since Easter is the most meaning-
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Why Jim Forbes, Jr. uses a Pitney Bowes 
postage meter for only 8 to 10 letters a day. 

You walk out of the brilliant Miami sun-
^9ht on West Seventh Street into one of 
Florida's oldest plumbing shops. 

Jim Forbes' father started the busi
ness in 1924, and it's perking right along, 
contracting plumbing alterations and re-
Pairs to private customers and such insti
tutions as the University of Miami and the 
F|orida State Theatres. 

In the front room of the two-room office 
~~just below the prize Tarpon mounted on 
t ne wall—is Jim Forbes' newest way to 
make his business more efficient: a Pitney 
Bowes postage meter. 

It's a small thing. But it makes a big 
G'fference. In Jim's words: "It's a real 
9ood convenience." 

Jim knows that most of the mail he 
Processes through his Pitney Bowes ma-
chine is invoices. And the quicker they 
9o through the Post Office, the quicker 

the money comes in. You can't get much 
more basic than that. (Because metered 
mail is self-canceled in the meter, the 
Post Office saves a step, and, more often 
than not, your mail is actually processed 
faster.) 

There are other benefits. Not only does 
the Pitney Bowes postage meter get the 
mail out of the office quicker, with pre
cisely the right amount of postage on it, 
but: "I make a lot fewer trips to the Post 
Office, and I don't have to stand in line 
there. I really appreciate that." Jim Forbes 
also appreciates the neat, more profes
sional look his mail has now, thanks to 
the Pitney Bowes postage meter. 

The fact is, a lot of good little things 
begin to happen when you get a Pitney 
Bowes postage meter. Many thousands of 
small businessmen like Jim Forbes, Jr. 
appreciate the speed, the accuracy, the 

precise record of just how much postage 
they use. You could, too. 

For more information, write: Pitney 
Bowes, 1384 Pacific Street, Stamford, 
Connecticut 06904, or call any of our 190 
offices throughout the United States and 
Canada. Postage Meters, Mailing Equip
ment, Copiers, Counters and Imprinters, 
Addresser-Printers, Labeling and Mark
ing Systems. 

JS Pitney Bowes 
Because business travels 
at the speed of paper 



Kelly Girl 

Avoid 
costly 

substitutes. 
When a Kelly Girl® 

temporary shows up at your 
office, it won't be for on-the-
job training. We make sure 
she's exactly what you need 
before we send her. 

And, with today's rising 
costs, that's pretty important. 

That's why you should 
always call Kelly Girl first. 
We choose the best qualified 
help from more than 
150,000 applicants a year. 
Then constantly evaluate 

KLW 
S E R V I C E S 

them to make sure they stay 
best. So when you ask for a 
key punch operator, we can 
send you one who knows key 
punching inside out. And we 
send her for the same price 
as ordinary temporary help. 

So, the next time you 
need any kind of temporary 
help, remember the one sure 
way to avoid costly 
substitutes. 

Avoid substitutes, 
period. 

Anchoring Easter 
continued 

ful holiday in Christendom, it would 
be better to leave it the way it is," 
writes Albert Beottcher, chairman, 
Hawthorne Stamping Co., Haw
thorne, Calif. 

Philip Zotos, vice president, Hex
agon Laboratories, Inc., Bronx, N.Y., 
agrees that "Easter is not another 
excuse for a three-day holiday—it is 
the most important religious celebra
tion in Christianity." He adds: "This 
is a ridiculous question to be posing." 

"We have had too much legislating 
of holidays and are losing all perspec
tive of their purpose and tradition," 
E.H. Shoemaker Jr., president, Mill-
dale Ranch Co., North Platte, Nebr., 
asserts. 

However, Ernest Hetherington, 
president, Fred A. Stewart, Inc., San 
Gabriel, Calif., wants a fixed Sunday 
for Easter. 

He explains: "The variable date 
has about nine out of 10 Americans 
confused. It costs the economy more 
than we realize. A good illustration is 
our particular business, which is or
chids. It is a perennial problem to 
match up our production to the mar
ket. I hope Easter will in time come 
to be automatically celebrated on the 
first Sunday in April." 

Setting aside the second Sunday in 
April for Easter appeals to Sal No-
velli, vice president, Admiral Plating 
Inc., Long Island City, N.Y. He 
writes: "More or less after the wintry 
weather, it would be a boon for retail 
stores. Consumers, psychologically) 
would not connect winter with the 
Easter season and would go shopping 
for their fineries." 

"The inconveniences in scheduling 
business, schools, vacations, etc., aris
ing from the 'floating' Easter far out
weigh the church-oriented reasons for 
objecting to a change," according to 
J.G. Cloyd, industrial engineer, Re
public Steel Corp., Chicago, 111. "Not 
one person in thousands knows how 
the date is set anyway. Until he sees 
the next year's calendar he doesn't 
know which date it is." 

And Frank G. Helman, controlled 
American DEMAG Corp., New York 
City, puts it this way: "The practical 
arguments in favor of a fixed Sunday 
are impressive. The emotional argu
ments against it are not so impres

sive. 
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The precise 
detailed copies 
a police station 
needs for 
fingerprints 
can be yours 

'VP»s. 

W A N T E D 

*̂ 

Fingerprints, mug shots, 
detailed information. 

They are all copied with every 
vital line and tone distinct and 
clear at a police station. Because 
that's where a 3M "209" 
Automatic Copier is making 
low cost copies every day for fast 
distribution to officers in the field. 

Your office can expect the same 
copy quality, machine reliability 
and low copy costs with a 
3M "209" Copier. 

In fact, we have a complete 
line of 3M copiers for any size 
office and any office job. 

Call your 3M Business Products 
Center today for a demonstration 
in your office. 

BUSINESS 
PRODUCTS 

i CENTERS 
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The Russians 
May Be Spying 
on You 
Not all the secrets 
that Moscow's 
agents covet here 
involve our defenses; 
private industry 
matters, too, are 
their target 

There's an aggressive and very 
conceited young Russian assigned to 
the Soviet Mission at the United Na
tions in New York who will get the 
shock of his life if and when he sees 
this. 

The Russian, whom we shall call 
Mike, is a spy. He has been for many 
months. Every move he has made, 
every contact he's made, every Amer
ican he has tried to subvert, every 
piece of information he has tried to 
get, is known to the intelligence com
munity in New York and Washington. 

The young Russian's superiors— 
the Soviet Ambassador at the Mis
sion in New York and the Ambassa
dor at the Embassy in Washington— 
will know exactly who Mike is the 
moment they read this. The useful
ness of this freewheeling agent will 
then be utterly destroyed and un
questionably he will soon be on his 
way home. 

Mike, who has the diplomatic rank 
of third secretary, has spent most of 
his time since Christmas trying to get 
quite important industrial informa
tion from an American electronics 
engineer, and all that he has done 
has been carefully recorded by intel
ligence operators. 

CTlffherteu.Uoik hxtet 

Just as they do in getting defense and diplomatic secrets, Russian 
spies use "drops" for passing on orders and money to Americans selling 
industrial secrets, and for picking up what they buy. Mike's favorite 
drops were terminal baggage lockers. U.S. agents were always watching. 
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The Soviets don't like it if their 
sPies are caught—especially now, 
^hen U.S.-U.S.S.R. trade is increas-
lr ,g, when enormous shipments of 
American grain and industrial prod
ucts may be going to the Soviet 
Union in return for liquefied natural 
Sas, for oil, ores, furs. 

There are still a lot of Russians 
'•ke Mike in the United States. In 
foot at least two out of three Soviet 
diplomats, chauffeurs, servants, 
c ' e r ks , secretaries, trade mission 
Members, Intourist agents, TASS and 
Novotsi news correspondents, and 
^eroflot airline stewardesses and pi-
tots are actually intelligence agents. 
'xnne may be new in the spy trade 
ar>d still learning how to bribe for 
business information. Many may be 
°nly part-timers, while otherwise en
gaging in normal duties of a foreign 
rePresentative. 

Information on how these Soviet 
a8ents operate, on who some of them 
a r e and what they have accomplished 
^r failed to accomplish, was given 
NATION'S BUSINESS by American and 

8TERLING <;. SLAPPEY, author of this 
Qrticle, is senior editor of Nation's 
"usiness. 

British counterintelligence agents 
whose names and organizations, for 
obvious reasons, cannot be used. 

One assignment for an operative 
like Mike might be to obtain the lat
est information on a high-resolution 
space camera. Or to penetrate air
craft plants and get plans for a wing 
design for a proposed Mach 4 jet. 

Or to ferret out details on indus
trial programs or processes which 
have nothing whatever to do with 
defense. 

Business spying by Soviets, Poles, 
Czechs, Hungarians, Bulgarians, Ro
manians, and even by Chinese com
munists with whom we have suddenly 
become more friendly, is a far bigger 
operation than the average American 
thinks. There are hundreds of these 
spies. 

The British woke up last Septem
ber to the fact that their industrial 
secrets were being stolen by the score. 
One hundred and five officials from 
the Soviets' Embassy and trading or
ganizations in London were suddenly 
expelled. 

Explaining the sensational expul
sions, Sir Alex Douglas-Home, the 
British Foreign Secretary, said: "The 
inadmissible activities conducted 

from the Soviet trade delegation in
cluded the running of agents, instruc
tion in the use of clandestine tech
niques, the offer and payment of 
considerable sums of money to per
sons resident in this country to sub
orn them or to secure their help in 
obtaining classified information— 
both official and commercial—or 
commodities subject to embargo or 
other restrictions. . . . 

"The Soviet Union conducts espio
nage against Great Britain on a large 
scale. Even if I were to mention only 
those cases which have become pub
lic knowledge during the last few 
years the list would be a long one." 

The Belgians have sent 37 Soviet 
spies home since autumn. 

It is now known that much of the 
information the agents in Britain and 
Belgium were sending to Moscow was 
taken from companies in the United 
States or from subsidiaries of Ameri
can companies abroad. Most of the 
information was gained illegally. 

The student spy 
In the United States, Mike's case 

is classic. He first came to the U.S. 
in 1965 as a graduate student in elec
tronics engineering at an upstate 
New York university. He was a stu
dent after a fashion, but his main job 
was to prepare himself for work with 
either Komitet Gosudarstvennoi Bez-
opastnotsi I the K.G.B.) which means 
Committee of State Security, or with 
Glavmoe Razvedivatelnoye Uprav-
lenie (the G.R.U.) which means Cen
tral Intelligence Directorate. 

Mike completed his studies and 
returned to Moscow. In the spring of 
1971 he came back to the United 
States as a Soviet diplomat at the 
UN. He performed some diplomatic 
chores but foremost he was an agent 
for the K.G.B.'s Scientific and Tech
nical Directorate. 

His boss was K.G.B. chief Yuri 
Andropov, a candidate member for 
the Politburo which rules the Soviet 
Union, as well as a member of the 
Council of Ministers. Andropov was 
Soviet ambassador to Hungary in 
1956 and he helped lure Hungarian 
revolutionaries into a trap. Many 
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The Russians May Be 
S p y i n g o n Y o u continued 
were ordered executed by Gen. Ivan 
Serov, then K.G.B. chief. 

Mike has a number of attributes 
that have been assets in his work 
over here. He speaks idiomatic En
glish with only a pleasantly faint ac
cent. He is companionable, he knows 
how to live well and he has many 
American friends. 

One, our counteragents call Bill. 
Bill did Mike a favor and put him 

in touch with another American, 
John, who—like Mike—was an elec
tronics engineer. 

Soon after the two engineers met, 
Mike asked John to get a marketing 
analysis paper which was available 
to him in his job. There was nothing 
surreptitious in the request and John 
supplied the paper. His new friend's 
gratitude for an inconsequential fa
vor was bountiful—John was well-
paid. 

Mike claimed to be working in the 
Soviet UN section dealing with un
derdeveloped countries, but soon he 
was requesting documents available 
only to a limited number of techni
cians. He started arranging to meet 
John on street corners. He insisted 
after meeting that they separate and 
meet again at another place. Soon he 
insisted they meet in John's girl 
friend's apartment. 

Secrecy increased. Payoffs grew. 
So did Mike's demands. By late 
1971, Mike was demanding—and 
getting—classified U.S. government 
documents. John would be told to 
leave the material in public baggage 
lockers for Mike to pick up. Money 
was always passed in plain enve
lopes. 

"The moment of truth" 
When he supplied classified docu

ments, John had reached what intel
ligence agents call "the moment of 
truth." He was then committed to an 
intelligence conspiracy. He had 
passed secret information, he had 
been paid, and he was under the con
trol of a foreign agent. 

But happily, John had told the 
FBI the whole story months before. 
Mike has been given nothing that 
could hurt this nation. 

America, Canada and Western 
Europe are open societies. Vast 
amounts of business information, 
technical and otherwise, is freely dis

tributed. Getting it is not illegal, and 
in fact much of the work that the 
spying Mikes perform is within the 
law. But they use such material as 
stepping-stones to what counter-
agents call the "hot stuff." 

They do a lot of stepping. At one 
time, about two years ago, six cases 
of such spying known to counterin
telligence were going on simultane
ously in Washington and New York. 
Several involved news correspon
dents who had access to information 
the Soviets wanted, but failed to get. 

Sometimes the stepping is toward 
government information, sometimes 

Russians like Mike, working at 
the Soviets' UN Mission, 
have diplomatic status which 
protects them from arrest. 

toward the private sector. A recent 
case strikingly similar to that of 
John involved a Midwestern busi
nessman. 

In Britain, the Russians expelled 
included Vladislav Alekseyevich 
Drozdov and Dmitry Ivanovich Sor-
okin, for trying to buy sensitive in
dustrial information; Viktor Niko-
layevich Dvoryankin for trying to 
bribe—with women, whiskey and va
cations—employees who had knowl
edge of computer construction; Le°" 
nid Yakovlevich Tyuklin, also for 
trying to get computer information. 

One Russian was caught in Lon
don buying, at $1.30 a page, lists of 
car license numbers from an em
ployee in an automobile registration 
office. 

He wanted to identify unmarked 
police and detective cars. 
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Ifs ready. 
YOUY office in the building 

in the city in the park. 

Right in the middle of a big green park by the sea in 
Newport Beach, The Irvine Company is building a city. 

A real city. With all the good things cities have. A 
downtown for big business and finance. 

A truly complete shop
ping center. Beautiful 
residential areas. Exten
sive recreational facili
ties. All the good things. 
And none of the bad. 

The Irvine Company 
is doing it right. Under 
the tight control of an 
overall long-range 
master plan. So the city 
in the park will improve 
with age, not deteriorate. 

We call it Newport 
Center. It's as big as 64 
city blocks. With master-
planned facilities for 
commercial, financial, 

residential, civic, medical, insurance, entertainment, and 
recreational activities. It's surrounded by the 120-square-
mile world of Irvine — the largest completely planned, 
privately financed development in the world. It's located 
in the fastest growing county in America. 

Newport Center is the major developing business 
center of the nation. Many business giants are already 
here, including Avco Financial Services, Bank of Amer
ica, Security Pacific National Bank, Union Bank, and 
Pacific Mutual Life Insurance Company. 

About 300,000 square feet of office space in the ultra
modern Union Bank Building is available for your inspec
tion right this minute. It's the tallest building in Newport 
Center and all of Orange County. A tall steel tower 
sheathed in gray solar glass intersected by aluminum-
clad columns. It's designed to provide for your every 

need, from cable television for closed circuit 
programming and surveillance to twice the 

number of parking spaces available in 
older comparable buildings. The strik

ing new Union Bank Building could 
be just the space you've been 

looking for. And it's ready. Tear 
out this page and give it to your 

secretary. Tell her to write for 
complete, detailed information 
on Newport Center and the new 

Union Bank Building. The man in 
the office in the building in the 
city in the park could be you. 

Write to Mr. William Dailey, 
Matlow-Kennedy Corporation, 

Suite 370, Union Bank Building, 
610 Newport Center Drive, 
Newport Beach, California 

92660. Phone (714) 644-5165. 

Irvine Builders ot Tomorrow s Cities Today 

CRtATING A BETTER ENVIRONMENT FOR YOU 



If you're considering owning your 
own telephone equipment, 
here's why you should buy it where the 
majority of telephone companies do. 



You've seriously considered the installation of 
your own business communications system, 
and you've determined that there are advan
tages to owning your own equipment. But 
maybe you're uneasy about taking this step. 
Now you can confidently make the move with 
the support that a major producer of tele
phone products can provide. 

GTE Automatic Electric is the second larg
est manufacturer of telephone systems 
in the United States. 75% of United States 
telephone companies use our equipment. Of 
all the suppliers of telephone equipment we 
are one of the oldest, (eighty years to be exact). 

We have installed thousands of privately-
owned communications systems. Although 
private ownership of telephone systems may 
be new to you, certain organizations and in
dustr ies have had them for a long t ime. 
Electric utilities, railroads, gas and oil pipeline 
companies have all used GTE Automatic 
Electric communications systems. Thousands 
of our systems have been installed in busi
nesses, prisons, hospitals and schools. Many of 
these are interconnected to the national tele
phone network. 

You have a wider choice of telephone 
equipment from us than you can purchase 
from anyone else. Our range of products 
includes everything you'd need or want for an 
efficient system. It 's the result of our manu

facturing telephones for so many years. We 
invented the dial. And the world's first auto
mat ic te lephone exchange had the G T E 
Automatic Electric name on it. 

Last year we made more than a million 
telephones. And right now, GTE Automatic 
Electric is developing the things that will be 
communications news in the future. This 
means we can fill your immediate needs with 
standard products and systems. And you can 
count on them to be compatible with the new 
things you'll want in the future. 

Service is our strength. We train telephone 
company servicemen as well as others. And we 
will train your people. That way you will be 
able to maintain your own telephone system. 
Or we'll provide complete installation and 
maintenance service with a variety of plans to 
fit your needs. 

We would like you to have a booklet which 
tells about our unique capabilities to plan, 
furnish, install and service privately-owned 
communications systems. 

I t 's our way of helping you make your own 
decision. As the largest and most qualified 
supplier in the field, we want you to have all 
the information you can get. 

n?T3 AUTOmATIC ELECTRIC 

Mail to: Mr. B. W. Bishop, Manager, Communication Product Sales 
GTE Automatic Electric, Industrial Sales Division, 
Northlake, Illinois 60164 

Please send me your booklet on GTE Automatic Electric business communications systems. 

Name 

Company 

City 

Kind of Business 

Title 

Address 

State Zip 

Number of" Employees 

Telephone 

Number of Telephones 
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SLOW YOUR CASH 
FLOW, WE CAN 
SPEED IT UP. 

Almost any business may occasionally 
find a disproportionate amount of its working 
capital locked into accounts receivable. It's 
almost a chronic condition with many growing 
businesses. Nonetheless, insufficient working 
capital is a severe deterrent to continuing 
healthy business growth and profits. You 
can't ignore it. 

What Wells Fargo Bank wants you to 
know is that a portfolio of receivables may be 
the best loan collateral you have. Accounts 
receivable financing can provide an agreeable 
alternative to selling stock, taking in new 
partners, committing to long term debt, or 
relinquishing owner control to gain 
working capital. 

Equally important, accounts receivable 
financing provides you with a continuing flow 
of operating cash which expands and 
contracts with your business activity. You pay 
only for the funds needed to meet current 
obligations. This flexibility could actually result 
in your total interest costs being less than 
with unsecured borrowing. 

Wells Fargo Bank has specialized in 
accounts receivable financing for a great 
many years. We call it, "putting working 
capital back to work." 

If you are a company with a monthly sales 
volume of $25,000 or more, and need working 
capital for any of the following reasons, ac

counts receivable financing may be the best 
method of speeding the use of your assets: 

1. To protect and improve your credit rating. 
2. To save by taking advantage of cash 

discounts in paying suppliers. (This saving 
alone can often defray much of the cost of 
accounts receivable financing.) 

3. To save by buying when price con
cessions or special discounts are offered. 

4. To save on transportation costs by 
buying in larger quantities. 

5. To carry larger and more complete 
inventory in the interest of making more sales 
and faster deliveries to customers. 

6. To promote greater sales volume by 
accepting more and larger customers. 

Of course, there are many more reasons 
why you might find it convenient to borrow 
with your receivables and we'd be glad of 
the opportunity to discuss the matter with you. 
Simply get in touch with your nearest 
Wells Fargo Bank. 
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Since the Soviets are eight to 10 
years behind the Americans in com
puter technology, their greatest need 
right now is along this line. The 
quickest, easiest and cheapest way to 
catch up is to do what they have 
done before—steal information, or 
buy it. 

Other items the Soviets are most 
interested in are special transform
ers, semiconductors and jet engine 
design information. And they are in
terested in assembly line techniques 
because they have never mastered 
the assembly line. Pharmaceutical in
formation is also highly valued. 

It isn't by chance that the Anglo-
French SST "Concorde" has an al
most identical twin brother in the 
Soviet Union called the TU-144. In
formation on the Concorde's outside 
configuration was stolen several 
years ago and copied for the TU-144. 

Target: the embargo lists 
NATO nations and Japan have 

long had the COCOM—meaning Co
ordinating Committee—list of goods, 
'terns and technical information 
which are embargoed from trade 
with communist bloc nations. In ad
dition, the United States for many 
years has had its own more extensive 
list of goods which cannot be sold or 
given to bloc nations. 

These lists have been reduced in 
SI?e and 1,700 items were recently 
removed in one swoop. But they still 
are complicated, and often only at
torneys and technicians working to
gether can determine if an item is 
actually contraband. An American 
businessman who wants to know if a 
certain item is embargoed should 
contact the closest Commerce De
partment field office. 

Attempts to get embargoed infor
mation and material are increasing 
and counterintelligence officials say 
the pace will continue to quicken 
now that East-West trade is rising. 

Trade between the communist bloc 
and this country is still small. But 
during 1971, U.S. exports to bloc na
tions amounted to a record $384 mil-
,jon, twice the trade of 1967. Bloc 
sales to the United States last year 
were $226 million, also a record. 

Communist industrial spies come 
l n many guises and they are harder 
t o spot and handle now than they 

The new Tampa International 
Airport is equipped to handle 40,000 
travelers and visitors every day. 
Enough to give any airport manager a 
drinking problem, unless he's got Oasis 
water coolers throughout the terminal. 

An Oasis water cooler offers more 
than just a few cool drinks. How? 
With a unique Interior Storage Tank 
that stores drinks. Cooling water by 
the tankful means fewer refrigeration 
start-ups, less wear and tear, longer 
life for the cooler. And, it means more 
people can get more cool drinks. 
Got a drinking problem? Check 
Sweet's, or call your Oasis^ 
distributor listed in the 
Yellow Pages. 

©a*4s 
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Association with the 
Whitney Harris 
Financial Opportunities 
Group entitles you to: 

• Borrow up to $10,000 
within 24 hours 

• Discreet and 
confidential 
handling 

• Flexible repayment 
schedules and 
full prepayment 
privileges. 

Transactions are by personal 
mail and nationwide. 

For particulars write: 
Mr. D. R. Bullough 
7724 First Security Building 
Salt Lake City, Utah 84111 

or call toll f ree: 800-453-5301 

k Whitney 
s Harris 
5 Financial 

Opportunities 
Group 
Established and 
capitalized by 

ITT 
international Telephone 
and Telegraph Corporation 

Low price time 
clock helps small 
companies meet 
strict requirements 
of wage hour law 

LATHEM TIME RECORDER COMPANY 
174 Selig Dr., S.W., Atlanta, Ga. 30336 
Please send me data sheets, prices, and 
time card samples. 

Name 

Company 

Address 

The Russians May Be 
S p y i n g o n Y o u continued 
were a few years ago. One American 
counterintelligence agent says: 

"I used to be based in the Middle 
West and I'd get a message that a 
couple of Russians were heading my 
way. I'd go to the airport to meet 
their plane and they would be easy 
to spot—baggy suits, cheap shoes, 
sleeves too long. I'd follow them 
around and be sure they didn't get 
into mischief. We'd log everything 
they did and whom they saw. Usual
ly they would see three or four busi
nessmen on the way to the West 
Coast. 

"But now try to spot a Russian! 
They wear good clothes, well cut. 
They don't slop around. They blend 
into a crowd. They're pro's—at least 
most of them are." 

Last year, Oleg Lyalin, 34-year-old 
K.G.B. agent, defected to the British 
in London. Counterintelligence 
agents found they had the best-
dressed, smoothest-talking, most ur
bane Russian they had ever seen. 
Lyalin, quite a man with the ladies, 
had posed as a trade official and ac
tually had placed large orders for 
pantyhose and negligees to be sent 
to Russia. 

"Usually such spies as Lyalin 
quickly move to the embargo lists 
where their pickings are greatest," a 
counterintelligence officer says. "The 
record of American businessmen in 
turning over to us full information is 
outstanding. We find no lack of pa
triotism. The country comes before 
profit." 

Counterintelligence agents have no 
difficulty differentiating between the 
Soviet exchange student who has 
come to the United States purely to 
learn and the "student" who is here 
to make contacts and prepare to be
come an industrial spy. 

Pseudostudents don't study very 
much. They're too busy moving 
around. 

The spy's best "cover" 
The best "cover" a Soviet indus

trial spy can have is Amtorg Trad
ing Corp., whose activities give him 
a ready excuse for travel and mixing 
with businessmen. 

This is a Soviet government "com
pany" and its representatives do not 
have diplomatic status—meaning 
they can be arrested. They place mil-
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lions of dollars worth of legitimate 
orders. They also often stray off the 
straight and narrow into spying. 

Said the late J. Edgar Hoover of 
the FBI, not long ago: 

"There has never been any lessen
ing in the Soviet effort to cultivate 
American businessmen and obtain 
from them industrial data and trade 
secrets. The Soviets push themselves 
upon their targets in the business 
world with varied gestures of friend
ship. It is important for all business
men to recognize that the 'friendly' 
Soviet, buying drinks and dinners 
and expensive gifts, is a potential 
threat. 

"I, of course, recognize that there 
are legitimate business dealings be
tween Soviet bloc officials and Ameri
can firms. The FBI is not interested 
in such dealings. The FBI is interest
ed, on the other hand, in those So
viets who abuse their presence in our 
country and try to buy, steal or 
otherwise obtain our secrets. Busi
nessmen suspecting Soviet acquaint
ances should immediately advise the 
FBI. 

"The Amtorg Trading Corp. con
tinues to be used by the Soviet intel
ligence services as a cover for placing 
intelligence personnel in the United 
States." 

Americans have a harder job 
watching the Soviets than the Soviets 
have watching us. 

The Soviet Embassy in Washing
ton counts 202 employees with full 
diplomatic status, including 50 work
ing wives and 80 custodial and ad
ministrative workers. The total is up 
from 190 in just over a year. There 
are also 158 people with full diplo
matic status at the Soviet UN Mis
sion, plus eight at the Mission of 
Byelorussia and 11 at the Mission of 
the Ukraine, both of which are part 
of the U.S.S.R. but which have sepa
rate representation at the UN. 

These 379 Soviets compare with 
123 Americans in Moscow who have 
diplomatic status. 

In addition, there are about 187 
Soviets without diplomatic status at 
the UN Secretariat, 16 with Amtorg, 
seven with Intourist, 11 with Aero-
flot, and about 31 who are corres
pondents of Soviet news services, 
magazines and newspapers. Mean
while, the only Americans regularly 
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We introduced 
carbonless NCR Paper 

in 1954. Now, what 
have we done 
for you lately? 

Quite a bit. 
In 1970, we spent an unprecedented $55 
mi l l ion to improve our base stock, our 
coating capability and our delivery. We now 
own two paper mills which gives us absolute 
control over base paper weight, caliper, 
consistency and color. By consolidating more 
than 90% of our coating operations in 
Appleton, we offer the most sophisticated 
techniques, equipment and craftsmen in the 
industry. Better control of product ion 
simplifies and speeds delivery. We've also 
added three new warehouses wi th back-up 
stock. Meanwhi le our 
research labs have been busy. 
We're in our 9th generation 
wi th hundreds of improve
ments behind us. Wi th 
Appleton's paper 
making and coating 
skills plus NCR's 
traditional strength 
in business systems, 
we've put it all together. 

First, we were 
firstest. Now we're also the 

mostest. This is the year 
NCR Paper 

means business 

NCR Appleton Papers Inc., P.O. Box 348, Appleton, Wisconsin 54911, Subsidiary of NCR 



The Russians May Be Spying on You continued 

based in the Soviet Union with no 
diplomatic status are two Pan Ameri
can Airways men and between 20 
and 25 correspondents. 

Just about all the Soviets' work 
force in the United States is brought 
in. They do no local hiring except for 
a TASS man or two. 

In an attempt to save money, the 
State Department years ago decided 
not to fill 80 nonsensitive U.S. jobs 
in Moscow—chauffeurs, low-ranked 
clerks, mechanics and others—with 
Americans. 

A Soviet agency called Buroben 
supplies these 80 workers and it is 
known that they report directly and 
regularly to Soviet intelligence au
thorities on practically everything 
they see, hear and do. Most work for 
the K.G.B. 

Our counterintelligence agents' 
work will increase when the Soviets, 
as they are scheduled to do, open a 
consulate in San Francisco while the 
U.S. opens one in Leningrad. 

Over the years communist bloc 
diplomats, trade officials and lower 
ranked workers have been caught in 
scores of espionage cases. 

Since 1949, 22 Soviet diplomats 
assigned to the United States have 
been expelled, plus 15 in the Soviet 
Mission at the UN and four on the 
UN Secretariat. During roughly the 
same period, 34 American diplomats 
have been expelled from the Soviet 
Union. 

The British have had proportional
ly more trouble with the Soviets— 
the 105 expulsions last September 
show just how much trouble they've 
had. The main reason: the British 
have been more lenient. Now, Britain 
has tightened its watch and has for
bidden the Soviets from building 
their Embassy roster up to its size 
before the expulsions. The roster has 
been reduced from 550 in September 
—which made it the largest embassy 
in the world—to 445. In 1950 there 
were only 138 Soviets in the London 
Embassy. 

The Belgians have kept a close 
watch on an agency selling Soviet-
made autos that is located near 
NATO headquarters outside Brus
sels. They have watched it so close
ly, that the agency, whose building 
looks like a porcupine because of all 
the communications antennae on its 

roof, is now ineffective as a spy oper
ation. 

Another organization under scru
tiny is a West German "civil intelli
gence" company which deals mostly 
in information of a secret nature. 

The firm, which has agents 
throughout Europe and the United 
States, will sell information to any
one willing to pay up to $47,000 a 
year for a basic service plus extra 
fees for special information. Report
edly, it sells as much to the Russians 
as it does to the West. 

Its specialty is such business in
formation as production statistics, 
projections, research and develop
ment expenditures, secret processes. 

The company, and others, will un
dertake to get embargoed items and 
information for foreign companies 
which legally are entitled to have 
them. Then the material is trans
ferred to buyers in "third party" 
countries, which, of course, are Red. 

The West German firm will also 
spy on one company in behalf of a 
competing company. 

In recent weeks the U.S. Com
merce Department has cited French, 
Austrian, British, Dutch, Swedish, 
West German, Colombian, Hong 
Kong and Macao companies which 
obtain and forward contraband into 
the communist bloc. 

It's painstaking, grubby work run
ning down such people. And there's 
plenty of dirty work of a different 
sort in the murky world of the spy. 

The ''Three B's" 
"Bribery, blackmail and babes" are 

the "Three B's" of espionage. There 
have been many cases of bribery such 
as Mike tried on John. There also 
have been many cases of blackmail 
involving businessmen of recent-im
migrant origins who had close rela
tives inside the Soviet bloc. They 
were told their relatives' lives were in 
danger if the businessmen didn't co
operate. 

Babes are often used along with 
blackmail, especially in Moscow, in 
attempts to obtain information from 
visiting businessmen. A girl, known 
in the espionage field as "a swallow," 
is planted by the Soviets. She be
comes friendly with the visitor, who 
may have been in Moscow for weeks 
waiting to hear about a trade deal. 

He and the girl might go to Gorky 
Amusement Park, to horse races, for 
boat rides on the Moscow River or 
to dinners at the Praha or Aragvi 
restaurants. Then back to the Na
tional, Ukrainna or Metropole hotels. 

Suddenly the door to the visitor's 
rooms is thrown open. Flashbulbs go 
off and a Soviet agent comes in for 
a talk which Russians sometimes call 
a "chin chin." 

All will be forgotten, the film will 
be destroyed, if the visitor will get 
certain information or items into the 
hands of Soviet diplomats or trade 
officials back in the States. 

The business and political careers 
of a Briton named Anthony Court
ney, a Member of Parliament who 
also was a businessman specializing 
in East-West trade, were ruined sev
eral years ago when he was "set up" 
in similar circumstances. 

"The evidence of an affair with a 
woman friend in Moscow," as he puts 
it, was used to defeat him for re-elec
tion to the House of Commons. 

Anthony Courtney is now selling 
typewriters and teaching typing in 
the West of England. 

Another way to get at foreigners in 
Moscow is for a plant to ask the visi
tor to carry a samidzat—an unpub
lished manuscript, usually critical of 
the regime—out of the country. "Dr. 
Zhivago" was sent out this way. The 
twist is for waiting Soviet agents to 
"discover" the samidzat and make a 
pitch for the visitor's cooperation in 
getting embargoed material to the 
Reds, in return for the matter being 
dropped. 

Americans are known to have re
fused to cooperate. As a rule they 
have been allowed to leave the Soviet 
Union anyway, with nothing heard of 
the affair again. 

One who did hear again—in anoth
er type of blackmail case—was a man 
set up in the National Hotel with a 
Russian woman. Copies of a picture 
taken by Russian agents who burst in 
on him were sent to his family and 
some of his friends. 

In the copies they saw, the woman 
had been clipped out of the picture 
and a Russian man had been fitted in 
so perfectly that only the best intelli
gence-crime laboratory in the United 
States could say for sure that the 
switch had been made. END 
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Chevrolet. Building a 
better way to see the US.A. 

«.w w p m Monte Carlo near Lexington, Kentucky. 

Monte Carlo. Luxury and spirit bred into a single car. 
In the bluegrass country around Lexington, Kentucky, 

^°rne of America's finest thoroughbreds are raised. The 
^orse people will tell you that if you match the speed 
3nd endurance of one great horse with the strength and 
Pirit of another, you'll have a good chance of breeding a 

tampion 
The best of two breeds. 

• The Chevrolet Monte Carlo is designed with the same 
.~ea in mind. It matches the spirit of a sports car with 
ne comfort of a luxury car. And judging by Monte Carlo's 

Popularity, the combination is proving to be just right. 
To give it the feel of a sports car, Monte Carlo is 

c- Runted on a maneuverable 116-inch wheelbase and stable 
"toot track. There's a responsive 350-cubic-inch V8 

br i-116' a^on£ w ^ n t n e convenience of power front disc 
p akes and variable-ratio power steering—all standard. 

u t all this with Full Coil suspension and you have spirit 

and smooth, quiet, agile handling. 
And to give it the feel of a luxury car, there are thick 

foam-cushioned seats covered in rich upholstery. A 
ventilation system that lets you change interior air 
without opening the windows. Even thoughtful touches 
like assist grips and carpeting on the door panels. 

No luxury price here. 
Other cars have tried to combine luxury and spirit. 
But they've ended up being priced many hundreds of 

dollars higher than Monte Carlo. That's why you might 
call it America's most attainable luxury car. 

For your best way ever to get out and see the U.S.A., 
see your Chevrolet dealer 
soon. He can show you all 
the reasons why Monte Carlo 
is a breed of its own. 

Chevrolet 

Highway safety begins at home. Buckle up before you leave. 
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HYSTER 
RENTAL 
SYSTEM 

Rent today's most productive lift trucks from your Hyster 
dealer. Let us do the worrying about capital expenditures, repairs, 
maintenance, interest, parts inventories, downtime, cost 
increases, obsolescence. 

Pick the models suited to your operation—they'll be brand new, 
equipped the way you want them. We inspect them every 90 days— 
but beyond that, you say how much dealer service you want. Get all 
the dollars and cents advantages of long-term rentals from your 
Hyster dealer (he's listed in the Yellow Pages). Or write 
Hyster Company, P.O. Box 4, Plainview, New York, 11803. 



Strictly Personal BY PETER WEAVER 

How not to 
vacation 

"Too many American businessmen 
don't know how to vacation." So says 
Or. Irvine H. Page, nationally known 
heart disease authority. The big mis
take most make, he says, is "trying 
to fit in quickie vacations to accom
modate overcrowded work sched
ules." 

One of the major "triggers" for 
heart attacks, he warns, is "chronic 
emotional fatigue" which is piled on 
layer by layer during the daily ten
sions of work. The only way to peel 
off fatigue layers, Dr. Page advises, 
l s "to take the right kind of vaca
tions for long enough periods." 

By "long enough," Dr. Page 
doesn't mean 10 days or two weeks. 
He means a full three weeks or long
er. He asks those who claim they 
can't afford to take so much time: 

With heart attacks looming as the 
major killer of businessmen—can you 
afford not to?" 

The first week or 10 days of vaca
tion, Dr. Page contends, is spent "un
winding," and you get real benefit 
from there on in. 

Not only the length of vacation 
out the type is important, he says. 
You shouldn't make big plans to 

meet friends or business associates 
°n your vacation," Dr. Page warns, 
because this can turn the whole thing 
mto an exhausting "tonight-it's-our-
turn" cocktail party rat race. 

A change of pace and scene is nec
essary and it doesn't have to be ex-
Pensive if you like such things as 
reading, walking, sleeping and swim
ming. Some of the most successful 
vacationers, Dr. Page says, are those 
who read piles of pocket novels and 
Set relaxing exercise. 

Taking work on your vacation nul-
•ifies most of the benefit. Dr. Page 
SaYs a complete break is best and 
Wl 'l actually help you perform more 
creatively on the job when von re
turn. 

Some of the new overseas airline 

rates bolster Dr. Page's type of vaca
tion. For instance, if you take from 
22 to 45 days off, you can fly over
seas for half the regular "economy" 
rates. 

Pros and cons of 
joint ownership 

If you look over your personal as
sets, you'll probably find several 
items that are jointly owned by hus
band and wife. In some instances this 
is a good idea, in others it isn't. 

Many married couples blithely 
sign contracts for joint ownership 
without thinking of estate tax conse
quences. Some even think joint own
ership magically avoids estate taxes 
if the husband dies first. 

Tax planners say that some kinds 
of property should be held in joint 
ownership to make it easier on the 
wife if the husband dies. For exam
ple, the family home, and a bank ac
count with enough in it to tide the 
wife over for several months, should 
be owned jointly, they say. 

If the estate is relatively small— 
under $100,000, including home, in
surance policies, savings, securities— 
it might not be a bad idea to have 
everything in joint ownership. At the 
husband's death it would all go over 
to the wife, avoiding probate ex
penses. 

If, however, the estate is consider
ably over the $1(X),000 mark, some of 
the property definitely should not be 
in joint ownership. This is because 
the jointly owned assets would be hit 
twice by estate taxes—when the hus
band dies and when the wife dies— 
leaving a lot less for the children. 

To get around this, a husband can 
make gifts to his wife of up to $6,000 
a year tax-free, and this money, of 
course, won't go into his estate. 

MR. WEAVER writes a syndicated news
paper column on personal finance, 
and has a radio program which is 
broadcast by more than 100 stations. 

Another idea is for the husband to 
put a good portion of his property 
(other than the home and a small 
bank account) in an irrevocable trust 
so the wife can get the trust's income 
after his death. This way, the prop
erty will escape estate taxes when the 
husband dies and when the wife dies. 
The children will get more. 

Air-conditioning 
service contracts 

A proper service contract is a must 
for air-conditioners these days. If you 
don't have one, it's almost impossible 
to get service during the hottest 
months. Contractors put their service 
customers at the top of their work 
schedules and only squeeze in out
siders if there's time. 

Aside from this availability guar
antee, a service contract can keep 
your air-conditioner running longer 
with fewer breakdowns. 

A good contractor will make at 
least four "preventive maintenance" 
visits during the year. Equipment is 
checked at the beginning of the hot 
season and later on in the summer. 
It's checked again when you switch 
from air-conditioning to heating, and 
later on in the winter. 

Some service contracts just cover 
"preventive maintenance" visits and 
not parts or labor when something 
goes wrong in between. Others cover 
everything and are, of course, more 
expensive. 

If you can afford it, the all-inclu
sive (possibly with some deducti
bles) contract reduces aggravation. 
The work seems to get done quicker 
and there's less chance of something 
going wrong. The service firm isn't 
paid extra for having to come back. 
So the job is done right the first time. 

On your own, keep those filters 
clean. Filters clogged with dirt, ac
cording to contractors, are a major 
cause of air-conditioning break
downs. And a dirty filter adds more 
to your electricity bill. 
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Where 
the Safety 
Law Goes 

Haywire 

Some of OSHA's 
standards, say 

businessmen, are 
impractical, too 

complex and overly 
costly; for 

example, is ice in 
drinking water 

really unsanitary? 

"It was a red-letter day for us," 
says Robert J. Starr, president, Safe
ty and Industrial Net Co., Colebrook, 
Conn. 

His firm makes a patented heavy-
duty net used on bridge and high-rise 
building construction. 

Mr. Starr, 67, founded his com
pany about nine years ago, and it 
prospered. 

But it was after April 28, 1971, 
that sales really took off. 

That was when the federal Occu
pational Safety and Health Act went 
into effect. It spells out a whole raft 
of regulations affecting every busi
ness and industry. 

Its greatest impact, perhaps, has 
been on the construction industry. It 
specifies, in minute detail, how a con
struction job must be run—from dis
pensing of paper drinking cups to 
operation of laser beams. 

One requirement is for safety nets 
on high-rise, skeleton steel construc
tion, where planking or scaffolding 
isn't practical. 

"Since then," Mr. Starr says, "our 
safety net sales have shot up 50 per 
cent." 

His firm's heavy-duty, small-mesh 
net costs 40 cents a square foot. On a 
big job, that runs into money. 

"Our nets are being used on the 
Gold Star Bridge at New London, 
Conn.," he says. "The bridge is about 
3,000 feet long. They're using about 
250,000 square feet of nets." 

Or, $100,000 worth. 
His sales will go up a lot more," 

says Keith Nystrom, assistant safety 
director, Brown & Root, Inc., a big 
Houston, Texas, construction firm. 

"Many builders still don't know 
that, in many cases, they must use 
nets. 

"The nets' use on high-rise steel 
erection—like boiler structures for 
power plants—may hike costs 100 
per cent or more for that part of the 
operation. They're expensive to buy 
and install. And they make it much 
more difficult, and costly, to hoist up 
building materials." 
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Mr. and Mrs. "Blackie" Gadarian 
took on the federal government, 
and won, in an Occupational Safety 
and Health Act case. A review 
commission overruled a gumshoe 
who said their boatyard (at left) 
failed to meet U.S. safety standards. 
One thing the Act has done is create 
jobs for hearing examiners, or 
"judges." In 12 months, there were 
842 protests against OSHA sleuths' 
claims of violations—as against 
estimates of no more than 200. As a 
result, the review commission is 
beefing up its bench—from 
19 judges to 45. 

Brown & Root, he points out, is all 
for safety and health. So are other 
members of the Associated General 
Contractors, a group which acts as an 
industry spokesman. 

Says AGC President James D. 
McClary, who is senior vice presi
dent, Morrison-Knudson Co., Inc., 
Boise, Idaho: 

"We can't buck the objectives of 
the safety law. We're for one." 

The record is good 
But how badly does the building 

industry need the eagle-eyed surveil
lance of the new Occupational Safety 
and Health Administration? 

Well, its safety record is pretty 
good. 

National Safety Council statistics 
show it is less dangerous than these 
industries—coal mining, other min-
mg, meat packing, air transport, 
transit, lumbering, leather, quarry-
l ng, wood products and marine 
transport. Its accident rate, per mil
lion man-hours of exposure, is 13.48. 

Mr. McClary says a prime irritant 
in the many OSHA standards is that 
they do not fit a construction site, 
but are more appropriate for indus
trial plants. 

Another prime irritant is what the 
Act does to costs. 

"I've heard estimates that the law 
will boost construction costs any
where from 10 to 35 per cent," Mr. 
McClary says. "Personally, I don't 
think it will be as high as 35 per cent. 

"But if the standards are applied 
as they are now, and as the OSHA 
agency plans to apply them, they 
could hike building costs 10 to 20 
per cent." 

Construction is a $100-billion-a-
year industry. 

A 10 per cent hike would add $10 
billion to the price Americans pay 
for homes, highways, subways, office 
buildings, high-rise apartments and 
other construction. 

Waterloo, Iowa, the county seat of 
Black Hawk County (pop. 76,000) 
recently discovered what that means. 

"We took bids last December on 
a lift station," says Mayor Lloyd 
Turner. "It was part of a $3.8 million 
sewer project. HUD paid half the 
cost; we paid the rest. 

"Our engineer's estimate for the 
job was $270,000. 

"It was made before OSHA became 
the law of the land. 

"When the bids came in, they were 
staggering—the lowest was $485,000. 
We held them up several weeks for 
evaluation. It turned out that the 
lowest bid was realistic, even though 
far higher than we expected. 

"There were other factors, but 
about 15 per cent of the cost was at
tributed to OSHA by all the con
tractors. 

"We had to sell another $100,000 
worth of bonds this April to pay for 
the added costs." 

How's that again? 
Vernie Lindstrom Jr., executive 

vice president, Kitchell Contractors, 
Inc., Phoenix, Ariz., explains why 
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Takeyour big problems 
to a good shrink. 
Come in. small memos onto one 
Relax. handy sheet 
Tell us what's And it does both 

botheringyou. attherateofaquick 
You have a lot of copy per second, 

big documents that won't There now 
fit in your files? And a lot All of a sudden 
of little notes that tend to life looks pretty good 
get lost? Your oversize again, doesn't it! 
envelopes are running You see, when 
up a bi I at the post office? you have a big problem, 

Let's put things it pays to come to 
in perspective. a good shrink. 

Imagine you have 
a Xerox 7000 reduction XEROX 
duplicator. 

It can reduce your 
big papers to standard-
size. Or copy several 

XEROX® and 7000 are trademarks of XEROX CORPORATION. 



Where the Safety Law Goes Haywire continued 

OSHA increases construction costs. 
"Some standards are impractical, 
costly and complex," he says. 

As examples, contractors cite rules 
like these: 

• "A fire extinguisher, rated not less 
than 2A, shall be provided for each 
3,000 square feet . . . or major frac
tion thereof"—even on a steel sky
scraper with poured concrete floors. 
And "travel distance from any point 
of the protected area to the nearest 
fire extinguisher shall not exceed 100 
feet." 

What's a 2A fire extinguisher? 
Is a 1A better—or worse? How 

about a 3A or a 2B? 
The 70-page rule book, "Safety 

and Health Regulations for Construc
tion," doesn't say. 

That's spelled out in National Fire 
Protection Association manuals. 

"To understand the ratings, you 
really should have two NFPA book
lets," an NFPA spokesman says: 
"They're 'Standards for the Installa
tion of Portable Fire Extinguishers,' 
36 pages, price $1. And 'Standard on 
Recommended Good Practices for 
the Maintenance and Use of Porta
ble Fire Extinguishers,' 33 pages, 
also $1." 

If a builder writes NFPA, gets the 
booklets and reads them, he'll learn 
that a fire extinguisher tagged Class 
1A isn't as good as one with a Class 
2A rating. 

But a 3A is better. 
And a 2B is for a different kind of 

fire altogether—one involving flam
mable liquids and greases. 

That 2A extinguisher, required 
even on a steel and concrete sky
scraper, is for wood, paper and cloth 
fires. Or, OSHA says, you can substi
tute for it a 55-gallon drum of water 
with two fire pails. 

• "Wall openings, from which there 
is a drop of more than four feet, and 
the bottom of the opening is less than 
three feet above the working surface" 
shall be protected with a guard rail. 

What does this mean in plain 
English? It means, contractors say, 
that a window with a sill less than 
three feet off the floor must have a 
railing or other barrier across it. Ap
parently even after glass has been in
stalled, including thermopane glass 
that's hard to fall through. 

And many modern office buildings 
have sills lower than three feet. 

No detail is too minute for OSHA's 
attention. 

Take drinking water, for example. 
You can't put ice in it. It's not sani
tary. 

"That means," a contractor says, 
"that to give workmen a cool drink 
of water, you must have a jacketed 
water cooler. One that plugs into an 
electrical socket. 

"But you don't always find those 
utilities everywhere on a half-built 
building." 

A lot of reading matter 
To comply with the law, a builder 

really needs more than the 70-page 
"Safety and Health Regulations for 
Construction," which is issued by the 
Labor Department. For starters, he 
needs the Department's 248-page 
"Occupational Safety and Health 
Standards," plus the two NFPA 
pamphlets cited above—and hun
dreds of other pamphlets. 

When OSHA became the law of 
the land, it blanketed into its code 
a long list of guidelines drawn up 
earlier by private organizations like 
NFPA and the American National 
Standards Institute, and by some 
government agencies. For example, 
the list includes: 
• "Standards for Protection Against 
Radiation (10 CFR Part 20)," pub
lished by the Atomic Energy Com
mission. 
• "Threshold Limit Values of Air
borne Radiation Contaminants for 
1970" of the American Conference of 
Governmental Industrial Hygienists. 
• "Z89.1-1969, Safety Requirements 
for Industrial Head Protection," 
drawn up by the American National 
Standards Institute. 

The list could go on and on. 
Sen. Carl T. Curtis (R.-Neb.) is 

sharply critical of the blanketing. He 
says: 

"The Act Congress passed, in ef
fect, made these rules the law of the 
land without a prior specific review 
. . . to see what they do, how they 
should be applied, or whether or not 
they are adequate." 

Sen. Curtis has introduced one of a 
number of bills now on Capitol Hill 
to modify OSHA. Among other 
things, his would exempt businesses 

with 25 or fewer employees from the 
Act. 

A similar bill has been introduced 
in the House by Rep. Joe Skubitz 
(R.-Kans.). 

The Associated General Contrac
tors gives some idea of the size of the 
thicket of guidelines, standards and 
cross-references. 

"To get all he needs to be fully 
informed," an AGC spokesman says, 
"a building contractor would have to 
spend about $6,000. And he'd wind 
up with a stack of documents 17 feet 
high." 

Obviously, few if any builders are 
familiar with all these binding regu
lations. 

"I think it's true to say they are 
so complicated and lengthy," says the 
safety director of a large Eastern 
construction firm, "that you can find 
a violation of them on almost any 
job." 

The Occupational Safety and 
Health Administration's own statis
tics bear him out. In the first nine 
months of this fiscal year, its inspec
tors visited 20,688 places of|business. 
Nearly eight out of 10 were found in 
violation of the safety law. 

Battle of the boatyard 
The inspector's word is final—un

less the alleged lawbreaker requests 
a formal hearing. Few win the ap
peal. One who did was a West Coast 
boatyard owner. 

Arsene (Blackie) Gadarian has 
been in the business, at Newport 
Beach, Calif., a dozen years. 

He says his firm, Blackie's Boat 
Yard, Inc., is "a mom and pop opera
tion." 

Actually, it's a little bigger than 
that—he and his wife have a half-
dozen employees. But it's pint-sized, 
as boatyards go—the smallest of six 
in Newport Beach. 

Mostly, it overhauls yachts owned 
by wealthy residents of the seaside 
spa. 

So the proprietor was quite sur
prised last fall when a federal in
spector drove up, put on a hard hat 
and began to tour the yard. 

Blackie felt he hardly rated this 
personal attention from Washington. 

The inspector strolled down the 
pier to a small boat under repair not 
far from shore. He pointed to a worker 
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TAKE A 10-DAY FOLDING BIKE RIDE 
FREE. 

Rear Coaster Brakes 

Made to fit 
anyone. 
30 seconds 
adjusts it to 
six-year-old 
or six-footer, 
man or woman. 

Folds into a 
closet corner. 

Or an elevator. 
Never had room 
for a bike? Your 

Royce-Union 
folds to 

12" x 32" x 33"! 

Here's the most useable bike design you could own! We 
want you to try it. Convince yourself you'll use this folding 
bike twice as often as you would a conventional bike. See 
he famous Royce-Union quality, with service everywhere. 
f not delighted, mail back to us within 10 days in same 

condition received for full money back. 

I 
I 
I 
I 
I 
I 

Travels easy as a suitcase. 
Take it vacationing in your 
car, boat or airplane for fun 
a r )d handy transportation. 
h's just 35 lbs. light. 

Put 1 or 2 or 3 in your car 
trunk. Cycling trails, parks, 
country roads unfold for you 
and your family. 

Mail your order now for 10-day free trial. 
Royce-Union Folding Bicycle. 
Only $69.95, plus $4.95 shipping and handling. 
Total: $74.90. Or save and order two for $145.00, 
shipping included. We guarantee shipment within 21 days, 

MAILMART 
Dept. MM-101, 485 Madison Avenue 
New York, New York 10022 

Send me. .bike/s. Total price $ 
number 

• Check or money order (made out to MailMart) 
enclosed.. . Or 

Charge to fH American Express; Q Diner's Club; 
r—i * / ! „ , .« „ . . r*^~r~~ Interbank No Expiration 
• Master Charge ,, o c a t e d above y0u7 name) Date 

Card # 

Name 

Signature 

MAILMART THE DEPENDABLE STORE 
RIGHT AT YOUR DOOR. 



=MISSISSIPPI 

P^OGRESTREPO^ 

MARCH WAS A RECORD shat
tering month for the announce
ment of new and expanded indus
tries in Mississippi. More than 
2.000 new jobs will add millions of 
dollars to the state's economy. 

BUILDING COSTS OF THE 
new facilities also are expected to 
amount to several million dollars. 
Three plants in the Jackson area, 
lor example, have announced new 
buildings, or additions, costing $1 
million. A new mobile home manu
facturing plant in Meridian will be 
a $1.5 million structure. 

N E W I N D U S T R Y i n c l u d e s . 
M I T C H E L L M A N U F A C T U R 
ING CO., Booneville. apparel; 
C R Y S T A L S P R I N G S S H I R T 
CO., Crystal Springs; TRANIN 
EGG PRODUCTS, Jackson, egg 
diving; AKIN MOBILE HOME 
MANUFACTURING, Meridian, 
mobile homes; BENCHMARK 
CO., Okolona, living room and 
den furniture; PELAHATCHIE 
EGG CO., Pelahatchie, egg proc
essing. 

E X P A N D E D I N D U S T R Y in
cludes, AMERICAN PACKING 
CO., Booneville, package meats; 
BLUE BELL, INC., Booneville, 
sportswear; COOPER TIRE AND 
RUBBER CO., Clarksdale, pas
senger tires; HOWELL STEEL 
CO., Clinton, metal fabrication; 
GULF PLASTICS, Jackson, plas
tic extrusion; JACKSON PACK
ING CO., Jackson, meat process-
i n g ; M I T C H E L L M E T A L 
PRODUCTS, Kosciusko, pipe fit
tings and venting systems; SAND
ERS LUMBER CO., Meridian; 
H & R STEEL CO., Meridian; 
A S T R O - L O U N G E R F U R N I 
TURE MANUFACTURING CO., 
O k o l o n a . f u r n i t u r e ; D E V I L L E 
FURNITURE CO., Pontotoc, up
holstered furniture; MISSISSIPPI 
LAMINATORS, Shubuta. 

FOR MORE INFORMATION about 
a location for your industrial needs, 
write or call Harry D. Owen, Direc
tor, Mississippi Agricultural and In
dustrial Board, P. O. Box 849, Jack
son, Mississippi 39205. 

— William L. Waller, Governor 

Where the Safety Law 
Goes Haywire continued 
crouched in the cramped bilge and 
asked. "Why doesn't he have a life 
jacket on?" 

"Because," Blackie replied, "he 
couldn't move if he did." 

"What would he do," the inspector 
persisted, "if he fell into the water?" 

"He'd stand up," Blackie said. 
"The water's only two or three feet 
deep there." 

The inspector went on inspecting. 

A $1,000 f ine? 
A few weeks later, the Gadarians 

were notified they had violated 
OSHA regulations—Section 1501 84. 
(c)(4). Offenders are subject to fines 
of up to $1,000. 

"They said the rules were that we 
had to have a ladder nailed to that 
dock," Mrs. (ladarian says, "so an 
employee could climb out of the wa
ter if he fell into it, 

"We wanted to comply with safety 
standards, and we always have. We 
have a good safety record. Our work
men's compensation inspector has 
testified to it. 

"But we didn't know what the 
OSHA regulations were. 

"We asked the OSHA inspector for 
a copy. He said he didn't have one 
on him. We asked the local area of
fice. The director said he didn't have 
one for us—but was working night 
and day to get some out. 

"So we denied the violation, and 
asked for a hearing, partly in hope 
of getting a copy of the law we were 
accused of breaking." 

After the Gadarians said they'd 
fight, the occupation safety agency 
proposed a penalty of $16—eventual
ly reduced to $15. 

Two weeks later, a 248-page docu
ment arrived covering—among other 
things-safety regulations for ship 
repairing, shipbuilding, breaking up 
of ships and longshoring. 

"We read practically everything in 
it," Mrs. Gadarian says. "But it said 
nothing about ladders on the dock." 

The Gadarians again asked the 
OSHA agency office for a copy of the 
regulation they allegedly had vio
lated. 

"About a month after we were 
cited," Blackie says, "it arrived." It 
was a 48-page booklet, a supplement 
to the 248-page publication they re
ceived earlier. 
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"We found the part about ladders 
in that," Mrs. Gadarian says. "But it 
said nothing about one being nailed 
to the dock. Only that you had to 
have one near the boat under repair." 

T h e ful l m a j e s t y of OSHA 
Last November, the OSHA hearing 

was held. 
"They rented a meeting room at 

the Newporter Inn," says Mrs. Ga
darian, "a very posh hotel." 

President Nixon often uses it for 
press conferences and other meetings. 
It's about 20 miles from the West 
Coast White House at San Clemente. 
Japan's Premier Sato stayed there 
when he met with the President be
fore Mr. Nixon went to Peking. 

Seven federal officials were on 
hand for the hearing, which took four 
hours. As the Gadarians pointed out, 
all the OSHA regulation stipulated 
was that: 

"In the vicinity of each vessel 
afloat in which work is being per
formed there shall be at least one 
portable or permanent ladder of suf
ficient length to assist employees to 
reach safety in the event they fall 
into the water." 

The Gadarians said they had a lad
der "in the vicinity" of the boat being 
repaired, and produced witnesses. 

The OSHA inspector contradicted 
them. The closest ladder, he-said, was 
400 feet away. 

The Gadarians showed that the 
boat yard was only 200 feet long, in
cluding their 66-foot dock. The Oc
cupational Safety and Health Review 
Commission ruled for the Gadarians. 

So they didn't have to pay the $15. 
Why did the Gadarians fight a fine 

the size of a parking penalty? 
"That's what a lot of people ask," 

Blackie says. 
"They figure, if all it takes is 16 

bucks to get them off your back, 
let's pay it. But I don't feel that way, 
if I'm not in the wrong. 

"Besides, what about the next 
time?" 

Mrs. Gadarian has carefully hoard
ed all the citations, summonses and 
reports, including the 19-page deci
sion that dismissed the charges. 

"Some day," she says, "I have to 
show them to my grandchildren so 
they can see how 1984 came early 
to our country." END 
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How to build a taxpayer. 
Helping a handicapped person 

become a useful, productive citizen 
isn't just a nice thing to do. It's very 
profitable. For the whole country. 

Every dollar spent on vocational 
rehabilitation for a person with a 
physical or mental handicap will in
crease his lifetime earnings by $35. 
Thirty-five taxable dollars that he 
earns himself. 

Which is one reason there's a 
program that earns this kind of re

turn on your tax money: the state-
federal program of vocational reha
bilitation. 

It's called HURRAH-which 
stands for "Help Us Reach & Reha
bilitate America's Handicapped." 
And it does more than make a valu
able contribution to our society. It 
makes a valuable contribution to 
our economy, too. 

To find out more about voca
tional rehabilitation, let us send you 

our free booklet, "Rehabilitation—A 
Blue Chip Investment." For a copy, 
write to HURRAH, Box 1200, Wash
ington, D.C. 20013. 

You'll find out what high divi
dends we all get from investing in 
people. In dollars and cents. 

The State-Federal Program of 
Vocational Rehabilitation. 

Help Us Reach & Rehabilitate 
America's Handicapped HURRAH 





LESSONS 
OF 
LEADERSHIP 
PART LXXXV 

Louis B. Lundborg 
of Bank of America 

A gratifying career 
that just won't quit 

More than a year ago, Louis B. 
Lundborg retired as chairman of the 
board of Bank of America. That 's as 
high as anybody can go in his field, 
because Bank of America is the world's 
largest bank. 

At 66, with plenty of companion
ship—he has a charming wife, a son 
Who's a successful physician, and 
three grandsons—and with a string 
°f saddle horses on a small farm to 
the north of San Francisco, almost 
anyone except Louis Lundborg would 
have really retired. 

But not this big fellow with so 
much of the Swedish look he in
herited from parents who immigrated 
to America from a rural area 120 
miles south of Stockholm. 

Louis Lundborg keeps right on 
Working. He is one of those men who 
have to keep on doing things. 

He still has an office in Bank of 
America's world headquarters in 
downtown San Francisco, and he's 
°n the bank's board of directors as 
Well as those of several other major 
companies. He runs a TV show on 
business and its problems, and he's a 
trustee of Pomona College, chairman 
o f the board of trustees of the Hunt-
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ington Library and a director of 
Stanford Research Institute. 

There is variety in his past as well 
as in his present. 

Before Mr. Lundborg, who was 
born in Billings, Mont., started a 
quick-paced climb through the Bank 
of America's upper ranks, he had 
been a research chemist and a book
keeper, had held several positions with 
chambers of commerce including the 
National Chamber, and had served as 
vice president in charge of university 
development at Stanford University. 

I t would be too much to expect 
Louis Lundborg to sit still for very 
long, but a NATION'S BUSINESS editor 
did manage to gentle him down long 
enough for this interview in his sky-
high office overlooking San Fran
cisco's Telegraph and Russian hills. 

Mr. Lundborg, you are a research 
chemist by training. That's a strange 
launching pad for a banker, isn't it ? 

Not necessarily. Bankers have to 
deal with all kinds of things and 
all kinds of people. 

Many bankers here at Bank of 
America have varied backgrounds 
which actually provide a good foun

dation for their handling of problems. 

Do you ever long for the time when 
you concentrated on the contents of 
a test tube ? 

Not really, because I have always 
been more at home with people than 
with test tubes. I wasn't really made 
for the chemistry field. At one time 
I wanted to be a doctor, but I never 
made it. 

Being a banker is a gratifying 
career and I'm happy to have had it. 

There have been some laughs back 
along the line. Years ago, when I 
was young, I was invited to speak at 
the annual meeting of the Mission 
Street Merchants' Association here 
in San Francisco. 

I had done practically no public 
speaking and this was going to be 
a big occasion for me and hopefully 
for my listeners. 

But arrangements had been slight
ly misrepresented. I t wasn't an an
nual meeting at all. It was a Christmas 
high jinks affair. Instead of a long 
banquet table and fancy food, there 
was a lot of wine in jugs. 

By the time I was to give my 
speech the jugs were pretty well emp-
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Lessons of Leadership: Louis B. Lundborg 
ty, and nobody was feeling any pain. 

I was sandwiched in to speak be
tween two acrobats and a singing 
crow. 

Nobody was going to listen to me 
so I used the occasion for practice, 
learning to tell a story, learning to 
relax in public. Actually, I was scared 
to death, but I wound up enjoying 
myself. 

Things like that seem awfully bad 
at the time. But they evaporate as 
problems if you keep your head and 
don't worry about them. 

Have you ever made a major bank
ing decision or a personal investment 
and seen it go sour ? 

Oh, I've had some unfortunate 
investments but things of that sort 
aren't very tragic, anyway. You can 
recover. 

Part of the reason such things 
don't stick in my mind is that I've 
never stewed over them for long. 
I've tried to get them behind me and 
get on to the next job. 

I do have one friend who claims 
he has never made a mistake in his 
life. I think the biggest mistake is 
saying that. 

I've made a jillion mistakes, but 
most of them—happily—have not 
been so tremendous that they wrecked 
anything. The trick is to space out the 
mistakes as far as you can. 

What has been the best move you 
ever made ? 

Marrying my wife. 

What particular thoughts do you 
have on how to lead people ? 

When I think back over leaders I 
have known or read about, they 
seem so different in personalities 
and characteristics. But you can't 
help wondering what common de
nominators there are. There ob
viously has to be some common 
denominator. 

To me the essentials of leadership 
are: a clear sense of direction in 
knowing where you're going and 
enough confidence in yourself so 
that others will feel your confidence. 
This is important because people 
tend to trust and follow people who 
know where they're going. 

Most leaders also are able to con
vey to their followers a feeling that 

they—the followers—can be a part of 
this movement. 

Being able to convince people of a 
sense of participation is one of the 
high arts of leadership. 

Tell us a bit about the "Lundborg 
Laws." 

Well, I first laid them out in a 
speech at Boston University. And 
the points are things I do believe in 
very much. 

First—"Multiply yourself." By this 
I mean that for any executive to 
reach great effectiveness he must 
delegate and involve a lot of other 
people in doing the things he might 
want to do, and delegate as far down 
the line as he can in order to give 
rising younger people opportunities 
to try their wings. In doing this he is 
multiplying himself. 

Second "Pick winners." Surround 
yourself with able people. Don't 
be afraid to pick people as subor
dinates who might even become a 
potential threat. In my own case I 
know that many things good that 
happened to me have been a conse
quence of the help of people under 
me. I have risen on their shoulders— 
I hope never on their necks. 

Third "Don't settle for second 
best." Be horrified by mediocrity. 
You can get good people or good 
performance. Never be willing to 
settle for anything but the best in 
performance. 

Fourth—"Let them run." Give 
rising young people chances to show 
what they can do, to test themselves, 
to take chances even if they may 
fall on their faces. 

Fifth—"Don't alibi." Everybody 
makes mistakes, everybody goofs 
once in a while. It 's important to 
face up to these things, get them 
behind you and never make excuses. 
Be a man. 

Sixth—"Be a clock watcher." Ob
viously I mean the opposite of the 
usual definition of that term. I mean 
be a manager of time. Plan the use of 
time and manage it because time is 
probably the most precious single 
thing a busy person has. 

Seventh—"Don't be a deaf-mute." 
God gives you one mouth and two 
ears and you should use them in that 
proportion. We need to talk to our 
people, sure, but we need also to 
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listen to them. And we need to do 
more than just listen to their words, 
we need to listen to their music as 
well. By that, I mean listen and 
search for their meaning. We elders 
are so likely to do all of the talking, 
but we don't do much listening. 

Eighth—"Keep your motor tuned 
and your oil changed." I mean, take 
care of your health, allow yourself 
some breathing space. 

Mr. Lundborg, you're now a TV star 
in San Francisco and Los Angeles, 
aren't you? 

A performer, but hardly a star. 
However, I do enjoy my brief part. 
I t 's on educational TV and my job 
is to moderate and ask tough ques
tions of visitors from the business 
community and from visitors who 
are not so fond of business. 

I ask the big public interest ques
tions. I'm proud to say the business 
people have stood right up and 
answered. And by doing it, I think, 
they have gained a great deal of re
spect for business from the viewing 
audiences. 

The original idea for the TV series 
was to get viewers more in touch 
with business. 

Why have so many Bank of America 
offices been bombed by militants ? 

The simple answer is, I don't 
know. But there doesn't seem to be a 
conspiracy, rather a contagion. Among 
the few people apprehended and 
asked why they did such a thing, 
there doesn't seem to be any com
mon pattern. 

A typical answer came from a 16-
year-old high school boy who threw 
bombs in two of our branches. When 
he was asked why he did it he said, 
"Well, all the other guys were doing 
it. I thought I would, too." 

I t was as mindless a thing as that. 
The first attack we suffered seemed 

to be almost an accident of circum
stances that grew out of a mob 
development, a demonstration that 
got out of hand. I t was part of the 
student and street people uprising, 
led by a handful of agitating types. 
Somebody began talking against the 
Establishment and they looked around 
for a symbol of the Establishment to 
strike down. 

There we were. So they struck us. 
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One of Mr. Lundborg's greatest pleasures, since his 
retirement more than a year ago, has been the string of 
fine saddle horses on his farm near San Francisco. / * * 

Asf* 

®o you feel the period of intense 
racial and student discontent is 
behind us ? 

I hope the violence is behind us. 
* don't think the discontent has sub
b e d at all. 

During the period of violence there 
Was also dissent and discontent, 
Which was perfectly healthy. But 
dissent and discontent should not be 
expressed through violence, disrup
tion, interference with other people's 
r ights. 

Racial and student problems are 
different things. 

A great deal remains to be done to 
nd the right course in racial areas 

and we will be working on that for a 
,Qng time. I would hope that the 
aPparent quiet would not lull any 

us into feeling that just because 
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things are quiet, the problems are 
solved. 

I happen to be a believer, not in 
the melting pot theory so much, as 
in the mosaic theory. I have never 
thought it was necessary for people 
to be melted down into one single 
common denominator. But rather 
that people of striking differences 
should be able to live side by side 
whether their differences are in color, 
religion or nationality. 

For them to live together and re
tain their differences would add great 
color to life. This was a more in
teresting country when immigration 
was still a new thing and differences 
between peoples were more evident. 

I t is very important that different 
peoples have equal opportunities to 
develop their own potentials —eco

nomically, culturally and socially. 
That hasn't always been our pattern 
and we have a great deal to learn 
about it. 

Are corporations being pressured to 
hire ill-trained workers ? 

Business in San Francisco has not 
been forced to do this. But business 
has been under a good deal of social 
pressure to cooperate in programs to 
train ill-trained and incompetent 
people, and then to give them jobs 

There have been isolated instances 
of people wanting us to hire re
gardless of ability on a quota basis. 
But this has not been effective pres
sure on us. 

Our experience in training and 
then hiring people has been en
couraging. We felt it was a good way 
of upgrading the competence of great 
masses of people who formerly had 
not been prepared to compete in the 
employment market. 

If you want to reduce it to self-
interest terms there is no market 
among people who are not economi
cally productive. Whether you are 
doing it from a humanitarian or the 
most utilitarian point, it seems de
sirable to raise the levels of com
petence of everybody in our society. 

What about consumerism ? 

There's nothing new about con
sumerism. The term is a new one, but 
it's just a term to describe some
thing that 's been going on all my 
life such things as the weights and 
measures law, pure food laws. 

Consumerism is nothing more than 
substituting for the old law of 
caveat emptor: "Let the buyer beware." 
I t 's just simply buyers collectively 
saying they will beware together. 

And that's a perfectly proper 
thing. Consumers have every right, 
singly or collectively, to insist on 
recognizable standards, so that they 
can rely on what is offered to them. 
As fast as new things are offered to 
people, and there are new conditions 
under which they are offered, con
sumers will express themselves as to 
what they want in those things. 

But, consumers can't take com
mand of production or management. 
Management has to be organized 
and administered in a rational way, 
and cannot be interfered with by 
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"The punishment suffered by 

the wise who refuse to take part 

in the government, is to live 

under the government of bad 

PLATO 
Learn more about the political 

process and how legislative 

decisions on the local, state and 

national levels affect your future. 

A good place to begin acquiring 

this wisdom is at your chamber 

of commerce. 

Pete Progress 

speaking for your chamber of commerce 

Louis B. Lundborg 
continued 

people who simply are looking over 
the shoulder of management. 

And the environmentalist ? 
The environmentalist is of a differ

ent group, but a related one. 
Again, it's a matter of people col

lectively deciding what kind of a 
world they want, what prices they 
are willing to pay for the preservation 
of certain values or to avoid the de
struction of their environment. Are 
they willing to pay for certain other 
developments, whether they be high
ways, buildings or goods? 

Do you foresee the time when cor
porations by law will have to dispense 
certain percentages of net income to 
stockholders and will not be allowed 
to decide for themselves how much ? 

No. I think this is going to be 
decided, as always, by the market. / 

Why do so many corporations seem 
to have poor public images ? 

The time burdens on each level of 
management are so tremendous that 
there is a tendency for each man in 
management to do the thing that he 
has to do today without thinking of 
the impact on the public interest. 
This is the universal thing. This 
doesn't excuse it at all. 

There's another element: It 's not 
always easy to get the public to 
listen. And there are companies few
er of them today than previously -
that haven't even decided it's impor
tant to consider the public. 

What organizational forms should 
business take in the future ? 

I t could take many forms. I would 
expect that there will be experiment
ing, trial and error, testing of many 
forms of organizations. 

The pyramid is being questioned 
having everyone report up to the 
one single, small hierarchy at the top. 
This has made people at the bottom 
remote from the people at the top 
And it has required going through 
many levels in order to get decisions. 
I t has frustrated many creative 
young people trying to push their 
way up. They have had to fight their 
decisions through so many levels to 
get action that they have been in
clined to say, "To hell with it." 

The converse is to widen and 
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The 800A PBX 
lets you transfer calls without 

attendant assistance, phone another 
person on the same line while holding 

an incoming call, have a 5-way 
conference call and modernize your 
office communications in many other 

ways you probably never dreamed of. 

This compact communications system 
comes in office-sized cabinets and is one 
of a number of space-saving systems in 
our line. It's equipped to handle a variety 
of optional features too, like access to pag
ing service and dictation equipment,Touch-
Tone® service, and in case of an emergency 
it automatically transfers to stand-by power. 
It's designed for medium-sized businesses 
needing up to 80 telephone lines, and the 
console can easily be operated by one re
ceptionist-operator. 

If you're interested in finding out more 
about how the 800A PBX, or other modern 
business communications systems, large or 
small, can be custom-tailored to meet your 
company's specific needs, just call your 
local telephone Business Office and ask for 
a Communications Consultant. There's 
never any extra charge for this service. 

Remember, when it comes to com
munications equipment, until you've gotten 
our bid, all the bids aren't in. 

V 

* • 

Pacific Telephone 

We're more than just a phone company. 



Unlike other countries the U. S. Olympic Team does not receive any government subsidy. To raise the 
more than $10,000,000 needed for the present Olympic quadrennial is a major financial task. 
Your contribution is desparately needed and will be gratefully acknowledged. Won't you join with other 
Americans in support of our Olympic Team today? In appreciation you will receive an appropriate award 
for your contribution. Please make your tax deductible check payable to U. S. Olympic Committee and 
mail to U. S. Olympic NLM Dept., Box 1972, Whitman, Mass. 02382. 
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Who is this man? 

mm 
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Why is his restaurant 
at5900Wilshire? 

He is Jerry Magnin. And he is opening a spec
tacular new restaurant at 5900 Wilshire. And that 
he does very well. Example: The famed Chianti 
Restaurant in Hollywood in which he has a major 
interest. 

Why did he select 5900? Simple. He wanted a 
location that would reflect the tone and atmosphere 
of what promises to be one of the city's finest eat
ing pavilions —The Greenhouse. The open space 
around 5900 Wilshire allows softly filtered light 
through the conservatory-like roof onto the reflect
ing pools and living plants that go to make up the 
quiet elegance of The Greenhouse. Adjacent will 
be The Potting Shed, serving breakfast and lunch 
in less formal surroundings. And in the same com
plex, an executive dining room decorated with 
choice antiques. 

Jerry Magnin's restaurant complex is one more 
reason why 5900 Wilshire is the most distinguished 
building on the Boulevard. And just one of the 
many advantages enjoyed by its prosperous and 
successful tenants. 

Created and financed by Mutual Benefit Life and 
Walter H. Shorenstein, it is run as a "headquarters" 
building. But it is also the local headquarters of 
many other distinguished businesses: Doyle Dane 
Bernbach, N. W. Ayer/Jorgensen/Macdonald, Inc., 
General Motors, Carson-Roberts and The Brazilian 
Consulate, to name a few. 

You should experience this strong, efficient and 
frankly sleek building. 

Leasing agent: Milton Meyer & Company. Call 
(213) 937-6550, ask for Mr. Stephen C. Del Pero, 
Vice President and Leasing Director. 
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my financial statement 
That's what Jem Lew says when anyone asks him how he 

got Blue Chip Manufacturing in the chips. 
Like a lot of businessmen, Jem had been hit hard by the 

business slump. He even had to lay off nearly 4 0 % of his 
people. He didn't give up, though. He went out and rustled 
up some government contracts. 

Then he tried to get some money to fulfill his contracts. 
And 5 banks turned him down. 

But not Beverly Hills National Bank. 
We took the time to go out and see Jem Lew's Gardena 

plant. And we liked what we saw. 
Beverly Hills National Bank helped with cash and financial 

counseling. But for the first couple of months, Jem was still 
losing money. So we helped some more. And then Blue Chip 
Manufacturing started to live up to its name. 
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It hasn't stopped growing since. 
Jem Lew was helped by "full dimensional" banking. It in

volves knowing all about a company in order to find the most 
efficient, economical type of financial help. 

Not everyone can qualify for it, but if you can convince the 
financially creative guys at Beverly Hills National that your 
company is special, we'll do our best to make sure it stays 
that way. 

We've £(>t 3 locations: the main office, 9600 Santa Monica 
Blvd., Beverly Hills, CA. 902 10, (21 3) 273-3 1 3 1 ,and the Wilshire 

- office at Wilshire and Doheny. In Brentwood, we're on Harrington 
I Place near Sunset. 

© Beverly Hills National Bank 
^msw Member FDIC ** Subsidiary of Beverly Hills Bancorp 



shorten the s tructure, to eliminate 
levels and give more autonomy to 
more uni ts in a broader, more hori
zontal s t ructure which gives more 
dynamism. B u t this does complicate 
the problem of control. 

We already have the semi-autono
mous division, the subsidiary corpora
tion, semi-autonomous units . These 
give control and freedom of action. 

Some people think of GM, Bank of 
America, AT&T and other business 
giants as public corporations. Are 
they ? 

Of course they are public corpora
tions. 

T h e telephone company virtually 
from the beginning has been recog
nized as public to the extent t ha t it is 
highly publicly regulated. 

Anyt ime a company employs tens 
of thousands of people and serves 
many times t ha t many people across 
the country , it t akes on a public-
character. 

I grew u p on the t e rm "free enter
prise," bu t we don ' t seem to hear t ha t 
anymore . We don ' t even hear "pr i 
vate enterpr ise" so much. 

Some people might view tha t 
change with great a larm bu t i t isn ' t 
necessarily all bad, because enterprise 
was never completely free. I t wasn ' t 
free to do anyth ing t h a t it wanted to 
do, regardless of the consequences. 
I t a lways had to operate within a 
framework of law. 

T h a t doesn ' t mean tha t it has to 
be publicly owned or be hamstrung 
by public regulations, but it can never 
be free from public franchise. 

What do you think of the zero popu
lation growth movement ? 

I t has to be taken seriously. T h e 
people pushing it are serious, and 
for good reason. If we simply extended 
without limit our past ra tes of popula
tion growth, we would reach a point 
where neither space, nor natural re
sources, nor places to enjoy would 
remain on ear th. 

Zero population growth runs coun
ter to many things we have all taken 
for granted in our investment policies 
and business projections. 

We have built on a factor of 
growth. T o reverse this might seem 
devastat ing. Hut it could happen 
and we had bet ter prepare to deal 
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with a world t ha t isn ' t necessarily 
predicated on growth. 

There are other things in the world 
besides growth. There are such things 
as quali ty. 

What do you think are the main 
causes for the U.S. decline in world 
esteem ? 

We haven ' t slid to as low a point as 
we sometimes think we have. Bu t 
wi thout question, we are not on the 
pinnacle we were on for a while, and I 
think t h a t the very fact of our having 
been on the pinnacle is par t of the 
reason. There are other reasons. 

After World War I I we were in a 
very unna tura l position. We were 
the surviving, undamaged, prospering 
country. We were in a position to 
help everybody. 

And i t ' s an interesting, ironic fact 
of life t ha t gra t i tude often begets 
resentment . People who are helped 
begin to resent the helper because i t ' s 
a reminder of their own inadequacy. 
People, unquestionably, resented our 
opulence and our power. 

Relatively, have we slid, or have 
others surpassed us ? 

We did set about to reconstruct 
the economies of the world and we 
built u p other economies so tha t , rela
tively, we no longer could be on the 
pinnacle. Others rose to near equal i ty 
with us. And one after another , 
other countries caught u p with us or 
passed us in one respect or another . 

Now, there is one other e lement 
I 'm not so happy about . 

Wi thout any question, the way we 
have handled ourselves in the Viet 
N a m War has done great harm to our 
image around the world. I t has dam
aged our own sense of internal confi
dence in leadership. I t has left our 
people divided and bewildered. When 
tha t happens, you have very unhappy 
people. END 

REPRINTS of "Lessons of Leadership: 
Part LXXXV Louis B. Lundborg 
of Hank of America" may be obtained 
from Nation's Business, 1615 H 
St. N.W., Washington, D.C. 20006. 
Price: One to 49 copies, 35 cuts 
each; 50 to 99, 30 cents each; 100 to 
999, 17 cents each; 1,000 or more, 14 
cents each. Please enclose remittance 
with order. 
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Cory coffee 
service saves 
your company 
money. Like 
one, two, three. 

1 The Cory Plan 
costs very little. 

9 We install and 
maintain Cory coffee-making 
equipment free of charge. All 
you pay for is the coffee you 
use. Just pennies a cup. 

2 Your employees 
stay on the job. 

w With fresh-brewed 
Cory coffee just steps away, 
your employees can take their 
coffee break at their desks. 
A mere ten minutes a day 
increase in each employee's 
productivity saves you 
hundreds of dollars per year. 

3 The Cory Plan 
is tax deductible. 

9 It's a legitimate 
business expense. So the tax 
savings lower your cost even 
more. The Cory Plan makes 
good business sense. Send for 
a free trial today. 

And remember, Cory serves 
you right for just pennies a 
cup. All you pay for is the 
coffee itself. 

CORY 
Coffee Service Plan 

A member of the Hershey Foods family. 

To save money on 
coffee breaks, send for 
your FREE trial. 
Mail to: Cory Coffee Service Flan, 
3200 W. Peterson Ave., Dept. 248, 
Chicago, Illinois 60659 
I'd like a no-obligation free trial of 
The Cory Plan. 

Name 

State. Zip 



A huge pile of legislation affecting 
business is pending in Congress and 
it carries a potential price tag of 
billions. 

The result could be lower profits, 
higher prices to consumers—or both. 

Consider just two proposals re
ceiving serious consideration: A sharp 
increase in present payroll taxes to 
finance higher Social Security bene
fits, and a new tax on total payroll to 
underwrite a national health insur
ance plan. 

For a single company, such as U.S. 
Steel, the annual cost could be close 
to $100 million. 

Other firms of all sizes would also 
feel the squeeze. 

A crucial problem is the fact that 
the total business impact of all legis
lation is not considered at any point 
in the legislative process. Each bill 
moves on its own track. 

Thus, one committee might pro
pose a measure calling for an increase 
in payroll taxes; a second might report 
out a higher minimum wage; a third, 
major new outlays for antipollution 
equipment, and still another, pro
grams that require higher general 
taxes. 

This failure to consider the overall 
effect on business of all those individ
ual bills deeply concerns executives, 
as reflected in a NATION'S BUSINESS 
survey of representative companies 
and organizations. 

"The big thing that worries us," 
says a U.S. Steel Corp. official, "is 
that we are in a very high-cost in
dustry that is very competitive. 

Bills That 
Could Cost You 
Billions 

"We don't know how much you can 
keep piling on in the way of adding 
to those costs. You're going to reach 
the point where it's not possible, for 
competitive reasons, to raise prices. 

"This is a terribly important issue. 
This country needs a strong steel in
dustry. We should make public poli
cy in terms of whether it is good for 
the nation." 

U.S. Steel has 184,000 employees, 
10 divisions, 20 major subsidiaries. 
Last year, when its sales totaled 
nearly $5 billion, its employment 
costs alone were $2.2 billion, includ
ing $88 million for Social Security 
taxes and $62 million in pension fund 
contributions. 

So it's no wonder officials are keep
ing a close watch on Congressional 
bills that would sharply escalate pay
roll taxes and impose federal stan
dards on private pension funds, along 
with many other measures that would 
have a far-reaching effect on the 
steel industry. 

Hard on a hardware store 
Concern about government costs 

is no less real for Walter Martin, who 
has 18 employees at Martin's Ace 
Hardware store in the Zane Shopping 
Plaza, Zanesville, Ohio. (The city has 
a double claim to fame as the birth
place of author Zane Gray and the 
site of the world's only Y-shaped 
highway bridge.) 

Mr. Martin is particularly con
cerned about proposed minimum 
wage and payroll tax increases, and 
the massive and still-growing paper 
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Legislation now before Congress could 
pile up expenses for your business, 
whether it's U.S. Steel Corp. or 
Martin's Ace Hardware in Zanesville, Ohio 

work that the federal government 
forces on businessmen. 

"How are you going to pay a 
young kid $2 or $2.20 an hour?" he 
asks. "An average boy needs six 
months ' training before he is any 
good use to you whatsoever and a 
good year before he 's really t rained." 

Several of his employees are 
youngsters still living at home with 
Parents, Mr. Mar t in points out, "but 
People talking about the minimum 
wage seem to think that every work
er is support ing a family. 

" I t ' s been my policy not to lay off 
People, even in the dull season, but 
if the minimum wage keeps going up 
we're going to have to cut down on 
help." 

Paper work required by the federal 
government became so burdensome 
that he had to hire outside help, and 
he's worried about more increases in 
Social Security, workmen's compen
sation and unemployment compensa
tion tax rates. 

"Any increase in payroll taxes is 
going to hur t us ," Mr. Mar t in ex-
Plains. "We just have to try to ab
sorb higher costs as best we can. 
Raising prices would lose us custom
ers." 

While various businesses like U.S. 
Steel and Mar t in ' s Hardware have 
their part icular concerns, the list of 
all legislation with a potential for an 
adverse effect on business is a formi
dable one. Some of the major bills 
n ow in Congress: 
• A single Administration-backed 
measure under which Social Security 

payroll taxes paid by employers 
would be increased a whopping 66 
per cent over the next five years to 
finance higher benefits, and which 
would set up a guaranteed-income 
plan in a reshaping of welfare laws. 
• Health-care plans, some of them 
calling for payroll-tax increases be
yond the 66 per cent already cited. 
One—the Kennedy-Griffiths bill— 
calls for a 3V2 Per cent tax on total 
payroll to be paid by employers. In 
addition, employees would pay 1 
per cent of their wages and substan
tial amounts would come from gener
al revenues. 
• Minimum wage increases—to $2 
an hour in one bill and $2.20 in an
other—plus extension of minimum 
wage coverage to many groups not 
now under it. Payroll taxes would be 
affected accordingly where wages 
were raised from the present $1.60 
minimum. 
• Antipollution requirements, includ
ing one that would set a cutoff a t the 
end of 1984 for discharge of any pol
lu tant into the nat ion 's waterways— 
a goal the Administrat ion est imates it 
would take $300 billion to reach. 

Most of that amount would be paid 
by business either through direct out
lays for equipment or in taxes to 
finance government antipollution 
spending. Other measures would set 
a tax on sulfur emissions from smoke
stacks, ban one-way containers for 
beer and soft drinks and provide for 
a packaging tax on the basis of the 
container 's "disposabili ty." 
• Consumer protection measures 

ranging from one that would impose 
government s tandards on billing 
practices to one that would establish 
a powerful new federal agency with 
broad powers which—it 's feared— 
would be used to harass legitimate 
businessmen. 
• T h e Burke-Har tke bill, which 
would discourage American compa
nies from investing abroad and 
would set up a protectionism policy 
to check the flow of imports into this 
country—a plan that critics say 
would not really help industries 
faced with stiff foreign competition 
but would eliminate jobs in American 
plants shipping to overseas affiliates. 
• Measures which would invoke fed
eral s tandards on vesting and porta
bility for private pension funds, with 
resulting sharp increases in the 
management contributions to those 
funds. 
• A proposal to extend government 
intervention still deeper into agricul
ture by forcing food processors and 
wholesalers to deal with bargaining 
organizations of producers. 
• Measures to set up new social 
programs, such as a child-care plan 
costing billions, a t the same t ime that 
federal government deficits carry a 
serious risk of touching off a new 
round of rapid inflation. 

Peterson on Burke -Har tke 
Secretary of Commerce Peter G. 

Peterson is part icularly concerned 
about the potential effects on business 
of the Burke-Har tke bill. 

Tha t bill, the Secretary told 
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Bills That Could Cost You Billions continued 

NATION'S BUSINESS, proposes "the 
wrong remedies" for the competitive 
problems facing the United States in 
foreign trade. 

"In fact." he said, "these remedies 
were tried and proved inadequate in 
the 1930s. Economic isolationism and 
economic nationalism were inappro
priate then—today they may be 
self-defeating as well." 

America's major trading partners 
would see their exports to this coun
try cut drastically under Burke-Hart
ke, the Secretary explained, and most 
likely would retaliate against U.S. 
goods they now buy. For Japan, 
Canada and the Common Market, the 
cuts would be 37, 30 and 25 per cent, 
respectively. 

"If a shock of the same proportion 
hit the U.S. economy an additional 
one million American workers would 
be thrown onto the jobless rolls," 
Secretary Peterson said. "Clearly, 
the political repercussions of a jump 
of this magnitude would force us into 
retaliation. Would other nations re
act differently? I think not. Further
more, it is a good bet that their re
taliation would be carefully aimed 
at some of our best export items." 

Virtually every one of the major 
pending bills would also pose prob
lems for business through direct add
ed costs or through intensifying the 
pressures for higher general taxes to 
finance new or expanded social pro
grams. 

Don A. Goodall, Washington repre
sentative for American Cyanamid 
Co., noted that it had 1971 earnings 
of $94 million on sales of $1.28 bil
lion, and said it couldn't absorb "this 
whole raft of new costs" out of 
earnings. 

Pointing to files of the many bills 
he watches for his company, Mr. 
Goodall discussed the potential im
pact some of them would have. 

What future for a suture? 
He cited the case of the synthetic 

suture, for example. Cyanamid's 
Lederle Laboratories developed, over 
10 years at a cost of millions of dol
lars, a suture that would be absorbed 
by the body—allowing its use in in
ternal surgery. It took 16 months to 
get approval for marketing from the 
Food and Drug Administration. 

What would have happened, Mr. 

Goodall asked, if the proposed Con
sumer Protection Agency had been 
superimposed on the 33 existing 
agencies which have consumer re
sponsibilities? 

"It could have gotten into the act 
and might have been second-guessing 
the FDA," he said. "Maybe it would 
have taken 32 months to get approv
al. Or maybe we would never have 

ments and new equipment are the 
lifeblood that keeps a company 
viable." 

One major business problem in 
Washington, Mr. Goodall said, is 
that many members of Congress are 
so hard-pressed for time that much 
of the detail work on bills falls on 
"idealistic young attorneys with no 
practical experience, no business 

Asked for his views on pending 
business legislation, Secretary 
of Commerce Peter G. Peterson 
expressed particular concern 
about the Burke-Hartke bill to 
curb imports into this country. 
Other nations would be apt 
to retaliate, he said, and "it 
is a good bet that their 
retaliation would be aimed 
at some of our best export items." 

gotten it, and patients would never 
have had the advantage of that su
ture." 

On pollution, he said: "We recog
nize that the American people can 
have anything they want in the way 
of pollution control. But we have to 
tell the truth—that if they expect to 
be able to dip a cup into the Potomac 
River and drink the water, it's going 
to cost some money. And the money 
isn't going to come out of what labor 
likes to call the 'swollen profits' of 
business. In all fairness, the people 
who are advocating excessive pollu
tion controls should tell their con
stituents it is they who are going to 
have to pay for them." 

It would cost Cyanamid $750 mil
lion over 10 years to meet the pro
posed requirement for ending dis
charge of all pollution into waterways 
by 1985, Mr. Goodall said. As for 
payroll tax proposals, he said they 
would have "an obvious impact" on a 
company with 37,000 employees. 

"You can't absorb these costs," he 
said. "You have to pass them on. If 
all these thing pile up, something has 
to give. If it's earnings, then you 
don't attract investors, you don't get 
loans for new plants. And invest-

background, often with an actual 
anti-business bias." 

A leader in an entirely different 
business—retailing—also sees a need 
for greater government understand
ing of day-to-day problems that busi
nessmen face. 

What's in store for stores? 
Joel Goldberg, president of Rich's 

Inc., an Atlanta, Ga., department 
store chain, said that before taking 
actions which affect retailing, Con
gress or government agencies should 
"give us an audience, discuss any 
plans they have for us, and talk it 
out—instead of us being the target 
and making us challenge them after 
the fact." 

He cited wage and price controls 
as "a perfect example" of how gov
ernment can get onto an erratic 
course, "telling us today how some
thing should be done, and telling us 
tomorrow to do it a different way. 

"It just adds to the expense when 
you have to throw out what you did 
yesterday and then put in a new 
system and hope it's going to last 
for another week before you're told to 
change it again." 

Mr. Goldberg is a believer in the 
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voluntary approach to consumerism. 
He noted with pride that "we have 
one of the most liberal exchange pol
icies in the country. If every business 
had it, there wouldn't be any con
sumer problem." 

Rich's, which began as a small dry 
goods shop 105 years ago, today has 
12 stores throughout metropolitan 
Atlanta, with 10,000 employees and 
sales of $230 million last year. 

For businessmen concerned about 
grappling with ever-increasing gov
ernment demands for more paper 
work, there may be a glimmer of re
lief in the works. 

Bad form on forms 
Sen. Thomas J. Mclntyre (D.-

N.H.), chairman of the government 
regulations subcommittee of the Se
lect Senate Committee on Small 
Business, has opened hearings on 
what he calls "federal form pol
lution." 

He estimates that 4V2 million cu
bic feet of government forms go out 
every year to be filled in and 
returned. 

"It costs $18 billion a year to print, 
peruse and store that 4V2 million cu
bic feet of paper," the Senator said, 
in announcing the hearings. 

"And it costs businessmen another 
$18 billion a year to fill those forms 
out and return them. That kind of ex
pense could put some men out of 
business. It discourages others from 
hiring additional help. It robs still 
others of the time and money they 
need to develop and expand. And it 
encourages business to pass on to 
consumers the expense involved in 
coping with those forms." 

The subcommittee's hearings arc 
aimed at finding ways to cut down on 
complexity, waste and even outright 
duplication in forms sent by different 
federal agencies to the same business
man. 

But veteran businessmen might be 
somewhat skeptical about gaining 
any real relief. 

After all, there's already a law de
claring that reporting requirements 
should impose no more than "a mini
mum burden upon business enter
prise" and that all duplication of ef
fort "be eliminated as rapidly as 
Possible." 

That law was passed in 1942. END 
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Heart Attack? 
The symptoms vary, but these are the usual warning signs of 
heart attack: 

• Prolonged heavy pressure or squeezing pain in the center 
of the chest, behind the breastbone. 

• Pain may spread to the shoulder, arm, neck or jaw. 
• Pain or discomfort is often accompanied by sweating. 

Nausea, vomiting or shortness of breath may also occur. 

1. Act at once. 
2. If a doctor is 
immediately. 
3. 
w 

WHAT TO DO 
Call your doctor and describe your symptoms. 
not available, get to a hospital emergency room 

The responsibility to act is not only the patient's but the 
fe's, husband's, relative's or friends as well. 

Your Heart Fund Gifts help to speed 
life-saving advances in coronary care. 

Contributed hy thr Puhltshtr 



Careers 
Could 
Ride on 
Brain Waves 
Scientists are 
measuring personality 
traits through a 
technique which 
someday may be 
applied to hirings, 
firings, promotions 
and demotions 

BRISTOL, England—One day not too 
many years from now, you may have 
an electroencephalograph made on a 
candidate for a highly ranked job 
with your company. And from that 
"EEG" you may be able to find out 
if he: 
• Is a decision-maker. 
• Is enough of a risk-taker, yet not 
too aggressive, to seize opportunities 
to push ahead with the company. 
• Is a "visual" or "abstract" thinker. 
• Has too much, or too little, anxi
ety. 
• ('an anticipate problems. 
• Reacts quickly to changing situa
tions and altered orders. 
• Has adequate powers of concen
tration. 

Even now, indications of such 
traits are vaguely discernible through 
EEG's because of tedious work which 
is moving steadily forward here at 
the Burden Neurological Institute. 

M 
Dr. Ray Cooper gives instructions to an earphone-wearing subject as an 
EEG is made. Nerve responses are transmitted through electrodes 
attached to the head, and are flashed on the TV screen as zigzag lines. 
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A person's reactions or lack of reactions to pictures, 
line patterns or numbers sequences that change quickly 
can, in theory, tell much about his abilities. 

In eight or 10 years, clearer indi
cations should be available for execu
tives who want to know everything 
possible about personnel before de
ciding whom to promote, demote, 
hire or fire. 

Dr. Ray Cooper, scientific director 
of Burden, says a mult inational team 
of scientists that he heads is not yet 
Prepared to take an E E G and tell 
from its 16 squiggly lines if a person 
has the a t t r ibutes of a good manager 
or ordinary employee. 

"But , we are learning to tell a 
great deal about a person by measur
ing with an E E G the electrical activ
ities in his head," Dr. Cooper says. 

We don ' t necessarily know what is 
going on in the brain, but we can re
cord much of the brain's activities. 
We are learning to evaluate the per
son's evoked responses." 

Dr. Cooper 's team, which has done 
research on E E C ' s taken on hun

dreds of men and women in the past 
decade, a t this point needs defini
tions from businessmen and psychol
ogists of what good employee per
sonalities should be like. They then 
could judge E E G results against the 
definitions. 

Eavesdropping on t h e brain 
An E E C involves at taching elec

trodes to a person's head with tape, 
and having him lie quietly on a couch 
and perform simple acts such as rais
ing his hand when sequences of odd 
numbers on a nearby screen are 
broken by even numbers, or ringing 
a buzzer when noises are made. 

Electrodes pick up the brain waves 
connected with these acts and a rec
ord is printed on paper in the form 
of zigzag and wavy lines. T iny pulses 
coming from brain cells are measured 
in microvolts millionths of a volt. 

The machines are so sensitive that 

the batt ing of an eyelid can send the 
needles which draw graphs into a 
wild frenzy. 

By hooking up special models of 
E E G machines with computers given 
to it by the W. Clement and Jessie 
V. Stone Foundat ion of Chicago, 
Burden has been able to collect and 
evaluate vast amounts of information 
about thought processes. 

Eventual ly, much more informa
tion will be available through further 
studies of "evoked responses." 

In one such study, a person tested 
is told lights will be flashed, or num-
fx>rs thrown on a screen, a t fixed in
tervals—say every three seconds. The 
E E G machine then measures the 
brain 's electrical activities at the 
moment the lights flash or tjie num-
bers come up. 

From the resulting graph a scien
tist can actually watch indications of 
increasing brain activities as it be-
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Careers Could Ride on Brain Waves continued 

comes time for the numbers or lights 
to appear. The buildup in electrical 
activity tells a story of the person's 
ability and mental control as he pre
pares for the next round of lights or 
numbers. 

Another study gives insights into a 
person's ability to make decisions, 
and gauges reactions as well as con
centration, vigilance and even anxi
ety. 

Numbers are put up in sequences 
in a recognizable pattern. Suddenly 
the pattern is distorted by what Dr. 
Cooper calls a "distractive situation." 

A distorting color is thrown in, or 
the number sequence is broken—one 
that starts "2-4-6-8-10-12" may have 
a "13-19" thrown in before it gets to 
"14-16"—or a noise may be made to 
distract the person tested. 

He is then supposed to hit a buz
zer. Not only is the time it takes for 
him to react measured, but also the 
electrical activity in his brain which 
results in the buzzer being hit. 

He has been told that "distractive 
material" will be injected, so how he 
anticipates it can also be measured 
and recorded on his EEG chart. 

This is shown on his "expectancy 
wave," called more technically the 
"contingent negative variation," or 
CNV. Good business minds, it is be
lieved, must be able to maintain a 
strong expectancy wave which does 
not zig and zag too much. 

But there should be some zig
zagging. In a typical case, the ex
pectancy wave might stay at 20 mi
crovolts. If it does, the person tested 
would not be responding enough to a 
difficult and changing situation. This 
means he might be too inflexible or 
too unaware. Ideally, the wave should 
go down to about 10 microvolts. 

In very general terms, the size and 
contours of the dips drawn by the 
pens making the EEG graph tell the 
story. Brain impulses motivate the 
pens. The more erratic the dips and 
contours, the deeper the valleys and 
higher the peaks, the more drastic 
is the brain's electrical activity. 

Aggression and obsession 
Electrodes fastened to the back of 

the scalp feed electrical current for 
lines drawn at the bottom of EEG 
graphs. It is the rear of the head, 
called the "occipital region," that is 

most closely studied for information 
on aggressiveness. 

Of course, this information must 
be correlated with other information 
coming from other parts of the head, 
but the squiggly lines from the back 
tell Dr. Cooper and his associates 
that certain people are more aggres
sive than others, that one person is 
a "risk-taker" and another person 
isn't. 

"The French have done some work 
on this," Dr. Cooper says. "They 
tested fleet air arm pilots and found 
that risk-takers—and I'd agree that 
you have to take risks in that line of 
work—tend to have some of the same 
activities in the back of the head 
that people known to be aggressive 
have." 

Dr. Cooper reports extreme aggres
siveness can be spotted on the EEG 
graph, but slight degrees of aggres
siveness are thus far more difficult to 
determine. He feels—and many ex
ecutives would agree with him—that 
it is the job candidate with some ag
gressiveness, but not too much, who 
is desirable in business. 

"Later, with improved techniques 
and better standards, we may be able 
to judge the degree of aggressiveness 
in more ordinary, normal people than 
out-and-out belligerents, auto racers, 
fighter pilots or delinquents," Dr. 
Cooper says. 

"In the meantime we are able to 
see some signs on graphs of charac
teristics of obsessive people. Here 
again, in business some obsession is 
desirable. You want a person some
what obsessed with doing his job 
well, obsessed somewhat with the 
idea that the company is a great one. 
But you don't want too much obses
sion. 

"Certain jobs call for more obses-
siveness than others. Computer pro
grammers must be obsessed with get
ting perfect information into their 
machines. Retailers must be some
what obsessive in getting things sold 
and having them displayed perfectly. 

"Obsessiveness is cousin of deter
mination if it is under control. A per
son's obsessiveness isn't under con
trol if he pursues a failing policy 
right out of the window." 

Dr. Cooper, Dr. W.C. McCallum 
and Dr. H.J. Crow are working close
ly to detect signs on EEG graphs of 

how vigilant a person is, and they 
believe they are making progress. Dr. 
McCallum, a British psychologist, is 
on a 10-year fellowship funded by 
the Stone Foundation, and Dr. Crow, 
another Briton, is clinical director 
for the Burden Institute as well as 
one of England's leading authorities 
on neuropsychiatry. 

A major study going on just now 
which is of great interest to business
men concerns the effects of diet, 
hunger, low blood sugar and tired
ness on powers of concentration and 
vigilance. 

In another area, a lack of high 
brain frequency tends to lead the 
doctors to believe the person tested 
may be immature. Apparently, your 
brain's electrical activities become 
fairly set after you are 25 or so, be
cause EEG's taken later on the same 
person tend to tell the same story as 
earlier EEG's. 

Dr. Cooper says EEG's of females 
are not noticeably different from 
those of males. However, he adds, 
extensive testing in West Africa 
showed EEG's of Africans have some 
different features than those of Euro
peans. He says he doesn't yet know 
if the differences have any signifi
cance. 

Some have 'em, some don't 
Especially close attention is being 

paid at Burden to the alpha waves 
which are constantly emitted from 
the brains of some people—some peo
ple do not have them—and which are 
easily detected with EEG's. 

There is a correlation between 
alpha waves, or rhythms, and the 
way people think, Dr. Cooper says. 

Some people visualize their think
ing—that is, if they are told to go 
across the street and mail a letter 
they immediately visualize them
selves walking across the street, stop
ping at the mailbox and dropping the 
letter in. 

When these people describe their 
homes, they actually have a color 
picture of the homes inside their 
brains to work from. 

A complete absence of alpha 
rhythms is characteristic of a visu
al thinker. 

The presence of continuous alpha 
rhythms indicates the person is an 
abstract thinker. 
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This free six-page booklet tells about 
DuPont's newest idea... 

making your plant easier to live with 
by making it easier to look at. 

hiU6dudqgcDu Pant's qe*T 

ENVIRONMENTAL 
COLOR SYSTEM 

color i t y *a | lor nxlusirul plants t. f. 

An industrial plant is designed 
to be functional, not necessarily 
pleasing to the eye. But there's no 
reason why it can't be both. 

And that's why we developed our new Environmental Color System...to 
help put nature's colors back into man-made structures. To make your plant look 
like it belongs in its environment. And in your community. 

The Environmental Color 
System helps you choose the right 
colors. It contains a palette of "nature" 
colors and recommends color 
combinations for your particular area. 
You may even want to consider screen 
plantings or shrubbery for a total effect. 
We can help you with that, too. 

If you'd like to know more 
about how you can cope with "visual 
pollution", get our free booklet by 
sending in the coupon. 

Du Pont Company 
Maintenance Finishes Division 
Room 22896C 
Wilmington, Delaware 19898 
• Please send me a tree copy of your new Environmental Color 

System booklet. 

Name 

Title. 

Company. Phone. 

Address 

City. State. Zip. 

JDPOHI 
MAINTENANCE FINISHES 



WHAT WILL IT COST YOU TO 
BUILD AN INDUSTRIAL BUILDING 
IN THE SOUTHEAST? FIND OUT. 

Send for our new brochure on current construction costs in the six 
states we serve: Virginia, North Carolina, South Carolina, Georgia, Alabama 
and Florida. 

Included are illustrations and construction data on 20 different 
recently completed buildings in the region, ranging in cost from $2.25 to 
$11.80 per square foot. So write us and get a line on what it might cost you to 
build in the Southeast. 

Whatever your expansion plans in the Southeast call for, we believe 
you'll find no other single source as knowledgeable as we are about the area's 
facts, figures and sites. 

For your copy of Construction and Cost Data in the Affif 
Southeast, or for site data information write: J. R. LeGrand, mWm 
Assistant Vice President, Industrial Development, Dept. F, 
Seaboard Coast Line Railroad, Jacksonville, Florida 32202. 

SEABOARD 
COAST UNE 

RAILROAD 

GOIISbl'IICtliOII C COKli llilhil 
INDUSTRIAL BUILDINGS 
INTHt SOUTHEAST 



Abstract thinkers have difficulty 
forming mental pictures. They sim
ply know you cross the street, find 
the mailbox and drop the letter in. 
They usually consider mathematical 
problems in abstract. Few see in their 
minds a picture of a piece of paper 
with "two times two equals four" 
written on it. They just know that 
two times two equals four. 

Communication between visualiz
e s and abstract thinkers is more dif
ficult than between two people of the 
same kind. The ideal person, the re
searchers feel, would be someone who 
can do some of both types of think
ing. Highly successful businessmen 
are believed capable of both. 

Burden operates with funds left by 
the late Mrs. Harold Nelson Burden, 
°f Bristol, England, and with addi
tional funds supplied by the British 
National Health Service, the Stone 
Foundation and others. In the past, 
some money also came from the 
United States Air Force and the 
Guiness Iveagh Trust. 

Total income for the entire opera
tion is no more than about $60,000 
a year. 

"We want to categorize people we 
test," Dr. Cooper says. "I wish we 
could get 50 top executives who have 
done very well in business, take their 
EEG's and then take the EEG's of 
50 businessmen who didn't make it 
(luite so well. I would like to com
pare the EEG's of the two groups. I 
think we eventually have to do some
thing like that." 

Dr. Cooper, a scientist whose spe
cialty is the physics of measure
ment minute measurement is in-
yolved in interpretation of EEG's— 
l s cautious in his evaluation of the 
work at Burden. 

He says he feels EEG's can make 
Rreat contributions to personnel se-
,ection, but he adds: 

"Frankly, I wouldn't want this 
business with the EEG to go too far, 
because I think we should have a lit
tle bit of personal freedom to make 
°ur choices. 

'I don't want us to go only by 
^Umbers or tests or graphs. 

'And besides, I would hate to 
know everything of what people are 
thinking. That would not be agree-
able. I hope we never go that far." 

END 
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WHAT DO 
MOTOROLA, 

WESTINGHOUSE, 
BENDIX AND 
BURROUGHS 
KNOW THAT 
YOU DON'T 

KNOW? 

This coupon will bring you, free, the 
information that convinces heavy 
names in light industry to locate 
major plants here. Whatever the 
size of your business you'll find a 
wide choice of properties, excel
lent air transportation, direct cargo 
service to other world ports, favor
able tax structure, good housing, 
schools and universit ies, ample 
skilled and unskilled labor — plus all 
the advantages of a cosmopolitan 
community. Attach coupon to your 
letterhead for your complimentary 
copy of FACTS FOR INDUSTRY. 

BROWARD INDUSTRIAL BOARD 
FORT LAUDERDALE, FLA. 33306 
John C. Dabney, Executive Director 
Dept. NB6 
Broward Industrial Board 
2050 East Oakland Park Blvd. 
Fort Lauderdale, Florida 33306 
We may be interested in n Plant 
• Plant Site • Distribution Warehouse 
• Corporate Hdqtrs. • R & D Facilities 
• Other 
Name 
Address 
City 

GULF or1 

MEXICO 

State. Zip 
Fort Lauderdale, Hollywood, Pompano Beach, 
Plantation, Deerfield Beach, Dania, Hallandale, 
Margate, Miramar-Pembroke, Coral Springs, Lau-
derhi l l , unincorporated areas, Port Everglades. 
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It Robs the Needy 
Fictitious names, fictitious 
addresses, fictitious children . . . 
the truth is, it's easy to obtain 
welfare checks by cheating, 
and many people do 

In Reno, Nev., a young man was 
found holding down three jobs, one 
with the State Employment Service 
and two at gambling casinos. 

This was perfectly all right except 
that he was also drawing a welfare 
check. He got away with it for a 
while by using three names and three 
Social Security numbers. 

In New York City, where one out 
of every seven residents is on wel
fare, a woman who claimed her hus
band had deserted her collected 
$5,663 in Aid to Dependent Children 
Payments. T h e checks were cut off 
when it turned out she had a hus
band, living at home, who earned 
$4.28 an hour and had just bought a 
new auto. 

In Oakland, Calif., a mother was 
sending her son to a private boys' 
home a t a cost of $300 a month— 
just about the amount of her monthly 
welfare check. Meanwhile, she was 
earning $14,000 a year as a full-time 
senior social worker in the same of
fice that made out her welfare checks. 

Investigators ' files are filled with 
examples of such scheming, which 
Siphons off millions of dollars intend
ed solely to help the needy of Amer
ica. Welfare fraud is rampant across 
the country. 

In some states the est imate of in-
( , ' igible people on welfare runs as 
h«Kh as 30 per cent. 

The system invites cheating. Hon
est welfare officials arc hampered by 
restrictive regulation and court de-
C)sions which sometimes make it vir

tually impossible to block fraudulent 
claims for assistance. 

While the Nixon Administrat ion 
pushes for a much broader welfare 
program, involving millions more 
people and billions more dollars, 
some veteran welfare observers are 
convinced that the chiseling and ad
ministrative laxity inherent in the 
present system not only will continue 
unchecked, but will increase. 

"If the taxpayers of America knew 
that the welfare system was as shot 
full of holes as it is, and if they un
derstood that the President 's welfare 
expansion program does nothing to 
correct the glaring deficiencies in the 
system—but in fact makes them 
worse - I know they would not toler
ate it," says Sen. Russell B. Long 
(D.-La.) , chairman of the Senate Fi
nance Committee. 

T h e Senator, whose Committee 
has been going over the Nixon pro
gram with a fine-toothed comb, adds: 

"I am . . . gravely concerned that 
the welfare system, as we know it 
today, is being manipulated and 
abused by malingerers, cheats and 
outright frauds to the detr iment not 
only of the American taxpayers 
whose dollars support the program, 
but also to the detr iment of the truly 
needy." 

The Depar tment of Heal th, Edu
cation and Welfare, which oversees 
the federal share of welfare, insists 
that fraud or misrepresentation of 
need accounts for less than four 
tenths of 1 per cent of the total na

tional welfare load. (Even that comes 
to almost $71 million.) H E W does 
admit , however, that "honest mis
takes" in administrat ion add about 
$500 million a year to welfare costs. 

" C h e a t i n g " a n d te l l ing 
Almost anyone can be a welfare 

cheat with a little imagination. 
The Colorado Springs (Colo.) Sun 

last November assigned one of its 
reporters, Peggy Schultz, to test that 
theory. She called at the local wel
fare office, gave a fictitious name and 
address, and said her husband had 
deserted her and their two children. 
An obliging social worker advised 
Miss Schultz she would start to re
ceive monthly $175 checks in about 
10 days, solicitously promised Christ
mas presents for her nonchildren, 
and instructed her to drop in at a 
food s tamp center. There , for 75 
cents, she picked up $42 worth of 
food s tamps with no questions asked. 

Miss Schultz ' scheme should have 
been detected in a few days because 
the social worker told her to expect 
a visit from a welfare investigator to 
check her story. There was no visit. 
Instead, she got a letter advising her 
that her application had been ap
proved, and the first check arrived. 

"It was harder for us to stop the 
welfare checks than to get them in 
the first place," Sun City Editor 
Je r ry Mosier told N A T I O N ' S BUSI
NESS. His home address, by the way, 
appeared on the welfare application. 

Sometimes these welfare nonchil-
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Welfare Bunko: It Robs the Needy continued 

dren come in droves. The larger the 
family, the larger the relief check. 

Richard Smith, a welfare super
visor in Prince Georges County, Md., 
just outside Washington, D.C, was 
leafing through the applications 
which crossed his desk one afternoon 
and was struck by the unusual num
ber of twins popping up. 

Checking back over the previous 
week he found 12 different applica
tions from women who had brought 
along what purported to be eviction 
notices from their landlords. Seven 
of the dozen applications listed 
mothers with twins. A letter was sent 
to all 12 applicants and each was 
returned stamped "addressee un
known." 

Mr. Smith asked for an investiga
tion and before it was over eight per
sons had been indicted as part of an 
organized ring that cheated the coun
ty out of some $40,000 in welfare and 
food stamp benefits. 

Investigators reported women were 
trained in the fine art of welfare 
chiseling by a man who drove them 
around in a brown Cadillac. He has 
not been apprehended. The women, 
it turned out, avoided being recog
nized at the welfare office by ex
changing wigs among themselves. 

Mr. Smith later told a newspaper 
interviewer: "For someone who is 
criminally inclined and wants to pick 
up $200, it [welfare cheating] is 
cheaper than bank robbery. It's eas
ier to get away with and it involves 
a lesser charge if you're caught." 

The gang operated in Washington, 
D.C., and Virginia as well as in 
Maryland. Many of the food stamps 
it obtained were cashed at a "mom 
and pop" grocery store in the capital, 
investigators said. 

Cleaning up the "mess" 
In 1970, when Samuel Weems ran 

for prosecuting attorney of the Seven
teenth Judicial District in Arkansas, 
he promised to clean up the "welfare 
mess" in the four counties v.nder his 
jurisdiction. In a recent eight-month 
period he charged 153 persons with 
welfare and food stamp fraud and re
covered over $16,000. One man avoid
ed prosecution by writing a check for 
$1,041 to cover food stamps he ac
cepted fraudulently. He had a bank 
account of over $5,000. 

Mr. Weems says he is convinced 
from his own experience and from 
talking with other prosecutors that 
welfare fraud in Arkansas costs tax
payers between $3 million and $5 
million a year. 

"We are stymied at every turn by 
the very people who are supposed to 
keep welfare honest," he asserts. 
"There are 21 attorneys hired by the 
Welfare Department and not a one 
has filed a suit to stop this chiseling 
or has cooperated in any way to 
clean it up." 

A grand jury empaneled last Feb
ruary backs up prosecutor Weems' 
charges and it indicted Ivan Smith, 
chief attorney of the Arkansas Wel
fare Department, on 25 counts of be
ing an accessory after the fact in a 
welfare fraud case. Twenty-five in
dictments charging welfare fraud 
were returned in Lonoke County 
alone. 

The grand jury said it was appar
ent that the Welfare Department at
torneys did little to recover illegally 
collected funds in the county and it 
scored both welfare officials and the 
attorneys for not helping the prose
cutor in trying to uncover fraud. 

"The grand jury realizes the seri
ousness of this report but . . . also 
realizes the terrible condition of the 
welfare program as it presently ex
ists," Foreman Leon Minton wrote in 
the panel's report to Circuit Court 
Judge William Lee. 

"Cheaters, Inc." 
In California, where Gov. Ronald 

Reagan has cracked down hard on 
welfare abuse, a dozen citizens got 
together to dramatize the ease with 
which welfare fraud can be perpe
trated. They organized as "('heaters. 
Inc.," and hired a lawyer to protect 
them. 

One of the group applied for wel
fare under four different names at 
the same welfare office on the same 
day and each time, the application 
was approved. 

In another instance, a mother in 
the group, accompanied by four of 
her children, visited a welfare office 
and applied for assistance. She filled 
out a form stating she had four sons. 
A welfare clerk accepted the form, 
read it, and asked no questions about 
the children, even though the clerk 

could see four youngsters standing 
there and all were girls. 

Gov. Reagan reported in February 
that without his reform program, the 
number of people on California's 
growing relief rolls would have soared 
from more than 2.2 million to more 
than 2.7 million. As it was, he said, 
the program trimmed 182,000 from 
the rolls. 

Gov. Reagan challenges Washing
ton's claim that welfare fraud is only 
a fraction of 1 per cent. He appoint
ed a blue-ribbon task force which 
found fraud involved in at least 14 
per cent of all welfare cases in Cali
fornia. 

At about the same time, and in
dependent of the task force findings, 
five county welfare departments in 
the state reported that 43 per cent of 
welfare recipients whose earnings 

"It's so easy to get on welfare that 
anyone who's broke and doesn't 
have a regular relief check com
ing in is nothing but a goddamn 
lazy bum!" 

—Abbie Hoffman, well-known 
radical, in his book, "Steal 
This Book." 

were checked had failed to report 
substantial amounts of outside in
come. Many appeared to be ineli
gible for welfare. Some are being 
prosecuted on fraud charges. 

"Nevertheless, a judge has shut 
down the earnings check system 
which made that information possi
ble because it purportedly violates a 
recently adopted HEW regulation," 
Gov. Reagan complains. 

In 1971, Nevada ordered a door 
to-door check of people on welfare 
and cut 22 per cent—about 3,000 
persons—from the rolls because they 
were ineligible. The state was 
promptly sued by a welfare rights 
group and forced by the courts to 
restore about half of the former relief 
recipients on the grounds that im
proper forms had been used to notify 
them of their ineligibility. 

New forms were prepared, and ap
proved by a panel of three federal 
judges, and the ineligibles again were 
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barred from any welfare assistance. 
David Tomlinson, chief of eligi

bility and payments for the State 
Welfare Department, told NATION'S 

BUSINESS: "The 22 per cent figure 
held up." 

Nevada is somewhat more ad
vanced than most states in checking 
fraudulent claims. Every application 
for welfare is fed into a computer 
which is tied in with another com
puter at the State Employment Serv
ice. All earnings reports and claims 
for unemployment compensation on 
file at the Employment Service of
fices are matched against information 
on the welfare applications. 

"Still, we are getting about 15 ap
plications a week which misrepresent 
the facts," Mr. Tomlinson reports. 

Horror story in New York 
New York City is a horror story 

of welfare abuse. One official esti
mates the net cost of mispayments 
and ineligibility is running at $63 
million a year. The city's current 
budget for welfare has risen to $1.2 
billion, half of which comes from fed
eral sources. 

Last year, disturbed over the can
cerous spread of welfare fraud, Gov. 
Nelson Rockefeller appointed an in
spector general to root out chiselers. 

George F. Berlinger has uncovered 
some interesting cases. He found a 
22-year-old Brooklyn man collecting 
checks from six different welfare cen
ters in Brooklyn. The man also was 
receiving welfare under the Aid to 
dependent Children program when 
he should have been cut off when he 
turned 18. 

Mr. Berlinger has recommended 
a computerized "client-information 
bank" which would bring together 
information on all of the nearly 1.3 
million persons on welfare in New 
York City. But even that system, 
keyed to Social Security numbers, 
l s not foolproof since Social Security 
cards can be easily obtained by writ
ten application. 

Sen. Long cites a case of a Louisi
ana woman drawing five separate 
Welfare checks. She was approved for 
assistance by producing five different 
Social Security numbers and five dif
ferent driver's licenses. 

Thousands of drug addicts have 
°und welfare an easy source of 
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ready cash, especially in New York 
and California. New York City Hu
man Resources Administrator Jule M. 
Sugarman says the increasing number 
of addicts on his city's rolls—32,000 
now and growing by 1,400 a month— 
has brought public assistance to "the 
verge of serious breakdown." 

Addicts going through the agony 
of drug withdrawal are a common 
scene at the Bergen-Willis Welfare 
('enter in New York's Borough of the 
Bronx. In March, an addict just re
leased from a narcotics treatment 
center on Rikers Island grew impa
tient waiting for his welfare check. 
He threw lye in the face of a welfare 
supervisor. 

It was only one of a series of such 
violent incidents at the Bergen Cen
ter. The Center's 400 employees 
walked out, demanding better police 
protection. 

" A n a t i o n a l d isgrace" 
There is no question but that the 

national welfare system is in desper
ate need of overhaul. In a special 
message to Congress in March, Presi
dent Nixon led off with the state
ment that "the American welfare 
system is a national disgrace." 

Sen. Paul Fannin (R.-Ariz.) said 
recently: "The deeper we wade into 
this quagmire of welfare, the more it 
becomes evident that money alone 
will not cure the problem. It seems 
evident that increased welfare pay
ments without meaningful reforms 
will multiply the problems rather 
than cure them." 

In Washington, D.C, today, one of 
every five residents is on welfare. A 
Senate committee has been told that 
at least $4.5 million is going to per
sons who are wholly ineligible for 
such help. Here again welfare officials 
put the blame on "administrative 
errors." 

Sen. Daniel K. Inouye (D.-Ha-
waii), chairman of the Senate Ap
propriations subcommittee for the 
District of Columbia, reports he is 
besieged by complaints about wel
fare cheating. 

"I have some complaints about 
mothers who claim six children when 
they have none," he says. "When the 
investigator arrives, they have chil
dren in the house they borrowed for 
the day." END 
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THOUGHTS 
FOR 
INCREASED 
PERSONAL 
POWER 
OiuJm youJi copy 

Uq, (A FREE! 
THOUGHTS FOR INCREASED PER 
SONAL POWER is a collection of 
quotations from the writings of Paul J. 
Meyer, including his well-known Million 
Dollar Personal Success Plan 

With this free booklet, we'll send you 
information describing a business oppor
tunity with Success Motivation Institute. 
S.M.I, is a pioneer and leader in the 
knowledge / education / communications 
industry. 

Send for your free copy of THOUGHTS 
FOR INCREASED PERSONAL POWER 
and the Business Opportunity informa
tion today at no obligation to you. 

Success Motivation Institute, Inc. 
Paul J. Meyer, President 
Box 7614 Dept. NB6-2 
Waco, Texas 76710 
Telephone 81 7-776-1 230 

(Call Collect) 

Sailor 
This American doctor sails 
aboard a floating hospital ship, 
theS.S. HOPE. 

He is also a teacher. He trains 
local medical counterparts in 
developing countries. 

He gets no pay. All he really gets 
is the satisfaction of knowing 
that because he cares, sick people 
are returned to health and 
live happier, more productive lives. 

How far can the HOPE sail9 As 
long and as far as your generosity 
takes her. 

Your contributions are tax 
deductible. 

P R O J E C T 

Dept. A, 
Washington, 
D. C. 20007 



DYNAMIC GROWTH 
COMPANIES 

Transamerican 
Trailer 
Transport 
Leading the way 
in "trailerships" 

When the gleaming, white Ponce de 
Leon steamed into New York harbor 
fresh from the shipbuilders in 1968, a 
tugboat drew alongside and a ladder 
was dropped. 

A trim six-footer then clambered 60 
feet up to the big vessel's main deck 
and headed for the bridge. 

R. D. (Nick) Carter, president of 
Transamerican Trailer Transport , 
Inc., had come out to greet the com
pany's first ship, rather than wait for 
it to tie up at a dock not far from his 
Staten Island office. 

The quick transition from execu
tive suite to open bridge was an easy 
one for Mr. Carter, who went to sea 

when he was 17 and was master of a 
freighter before he was 30. 

He has been the guiding force be
hind the growth of TTT, which op
erates between New York and Puerto 
Rico (and named its initial ship after 
that island's first governor). 

The privately held company was 
organized by Eric K. Holzer, a vet
eran of the maritime industry, who 
hired Mr. Carter as his executive vice 
president in 1967. But, in less than a 
year, Mr. Holzer died and Mr. Carter 
was named the fledgling company's 
president and chief executive officer. 

Under his leadership, the Ponce de 
Leon has been joined by a $20-million, 

/K 
R.D. (Nick) Carter, president of Transamerican Trailer Transport, Inc., 
and one of the company's "trailerships." Those trailers on deck were 
driven there by regular truck tractors and were to be unloaded the same 
way. TTT pioneered in the "roll-on, roll-off" concept for cargo on wheels. 
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4 ship's bridge is familiar to Mr. 
Carter, who spent many years at sea. 
He visits here with Capt. Oswald 
Dudley of TTT's "Eric K. Holzer." 

Far from the sea, Mr. Carter grapples with problems familiar to 
most businessmen. Here, it's one involving a ruling from the Price 
Commission. The gavel represents another hat Mr. Carter wears—as 
an officer of the Puerto Rico Ocean Service Association. 

orseback riding is one of the favorite activities of the Carter family: 
Tra 

thr> 

CY. 11, Kim, 14, Mr. Carter and his wife, Dennie. The mount is one of 
ee they own and stable on their property in Cold Spring, L.I. (Yes, that's 

Cat on the horse. The family cats sleep on the horses' backs nightly.) 
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Transamerican Trailer Transport continued 

Breakfast is a joint undertaking on a quiet Saturday morning at home. Mrs. 
Carter, also a successful executive, is publisher of Conso Publishing Co., 
whose quarterly "1000 and 1 Decorating Ideas" has a circulation of 
six million. In addition, she's a vice president of Consolidated Foods Corp. 

24,000-ton sister ship and plans are 
under way for another. 

Annual revenues, which were $7.5 
million in 1968, reached $23 million 
last year and are expected to hi t $28 
million this year. 

T T T has pioneered in a new form 
of container shipping—the roll-on, 
roll-off method, in which the entire 
trailer pa r t of a truck travels by ship. 
In the conventional "conta inership ," 
the "box" par t of the trailer is lifted 
off its wheels and stacked with others 
aboard. 

Mr . Car ter refers to his vessels as 
"trai lerships," ra ther than "contain-
erships." 

H e says the T T T method allows 
much faster loading and unloading for 
" any cargo on wheels, from small cars 
t h r o u g h t r a i l e r s a n d e v e n h u g e 
cranes." 

An honor graduate of the U.S. Mer
chant Mar ine Academy a t Kings 
Point , N.Y. , Mr . Carter , 48, brought 

ashore with him knowledge he gained 
a t sea abou t leadership. 

"One of the first things I learned as 
master of a cargo ship was not to 
insulate yourself from your men , " he 
says. " I still work this way with both 
my staff and our customers ." 

The boss occasionally travels from 
New York to Puer to Rico aboard one 
of the T T T ships, bu t not to take a 
hand in running them. 

" T w o and a half days a t sea away 
from telephones gives me time to re
tool and reshape my thinking," he 
says 

The main base for his relaxation, 
however, is his distinctive home on 
three acres in Cold Spring Harbor , 
Long Island, N.Y. , which once was a 
whaling port . 

Mr . and Mrs. Car te r and their two 
daughters form an act ive family t ha t 
enjoys sailing, skiing and horseback 
riding. 

As par t of his "people" approach 

to his job , Mr . Car ter has worked 
hard to make friends in Puer to Rico, 
and knows personally most of the 
island's top government and business 
leaders. 

Last Chris tmas, he spent seven 
hours in the air on a one-day round 
t r ip to San J u a n to join his Puer to 
Rican staff for two hours a t an office 
par ty . 

Mr. Car te r is optimistic about the 
future of both his own fast-growing 
company and t ha t of the long-trou
bled U.S. merchant fleet. 

" T T T might in t ime well develop 
into an internat ional line using bigg e r 

and faster roll-on vessels than it now 
operates ," he says. 

And American technology, spurred 
by a new federal program to en
courage marine construction, will 
keep the nation in a strong position in 
world shipping, Mr . Car te r believes. 
His advice to doubters on that score-
" K e e p the faith." END 
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SITMAR RESORTSHIPS. 
WE THINK THEY SHOULD BE AS EXCITING 
AS THE PLACES THEY GO. 
We go to Mexico for 7,11 or 12 
day cruises. And to the Caribbean 
for 17 or 35 day cruises. 

Places don't get more exciting 
than that. 

Yet our passengers have so 
much fun aboard, sometimes they 
forget where they're going. 

Eleven decks of posh state
rooms, swimming pools, night
clubs, sports, gym, sauna, pubs. 
Our fantastic food goes on all day 
and practically all night. There's a 
supervised nursery, boutique, lib
rary, beauty salon, even a movie 
theater. All this topped with sun
shine and salt air. 

The T.S.S. Fairsea and Fairwind 
are each 25,000 tons of smooth 
sailing stability. Air conditioned. All 
first class. Of Liberian Registry and 
staffed by indulgent Italian crews. 

They'll see to it that you are good 
and spoiled before you get to our 
exciting ports. And we do have a 
few. 

Our Mexico cruises out of Los 
Angeles include all the delights of 
Acapulco and Puerto Vallarta, the 
bigger fish of Mazatlan, and the 
mystery of Zihuatanejo. Mexico's 
playground ports. 

Or do the Caribbean. We're out
bound from Los Angeles to Fort 
Lauderdale and vice versa. 17 days 
either way through the Panama 
Canal. Or take our super-cruise for 
35 days. Your ports of call can in
clude St. Thomas, La Guaira, St. 

Maarten, Curacao, Cristobal, Bal
boa, Cartagena, Aruba, Martinique, 
San Juan. And Acapulco again. 

Between ports, the fling is still 
being flung aboard your Resort-
ship. The fun, the service, the food, 
the comfort. Ahhhhh. Won't it be 
great not to drag your treasures 
around from ticket line to motel to 
bus to plane to taxi? 

This vacation, you open and shut 
your suitcase once. Once, mind you. 

Write us for free brochure. We 
sail year-round, so it doesn't matter 
when you take your vacation. 

Call your travel agent now, and 
say when. Even that part isexciting. 

SITMAR VACATION CRUISES 
Resort ships to Mexico and the Caribbean 
1000 Wilshire Blvd., Los Angeles, California 90017 • Phone (213) 485-8862 



Irvine A BETTER ENVIRONMENT FOR YOU 

81 presidents live here. 
The successful man doesn't have to proclaim his success. His 

home, and his life style say it for him. 
Maybe that's why (at last count) 81 corporation presidents and 

vice presidents live at BIG CANYON. Developed around a lavish, 
private country club . . . a tee shot from the Newport Center Financial 
P laza. . . and, four minutes from your boat in Newport Harbor. BIG 
CANYON is the hallmark of prestigious living in beautiful Newport 
Beach. 

It can only happen once. And, it's all happening now at BIG 
CANYON. 

g€MS^®m 
Deane Homes, from $61,850 
Broadmoor Homes, from $93,000 

Custom View Lots, Offered by 

Macnab Irvine, from $40,000 



Protect your investment with fence 
that protects itself 

Anchor Permafused® Chain 
Link fabric on vinyl-coated 
framework. 

Tough, good-looking indus
trial fence that's quality-constructed to 
resist corrosive atmospheres and to 
look after itself while it's protecting 
your facilities. 

The handsome green vinyl on this 
fabric is thermally fused to the steel by 

4 a special Anchor® process—not 
extruded and slipped on like a 
soda straw—so there's no space 
between coating and wire for 

moisture to form and corrosion to 
start. This process lets us start with 
a heavier steel core, making 
Anchor Permafused the 
strongest vinyl-coated fence 
fabric on the market today, 
g ^ ^ The vinyl-coated line 

posts are H-beams 
U p for added strength 

and longer life. 
All end, corner, and gate 
posts are of square 
construction— 

and vinyl-coated inside 
and out. They're up to 25% 
stronger than round posts 
the same size. 

The attractive, vinyl-coat
ed, square-member gate swings a full 
180°—with an easy operating latch that 
still locks quickly and positively. 

These are just some of the low-main
tenance, good-looking features you get 
when you surround your plant with a 
self-protecting Anchor all-vinyl fence. 

To find out more, give your Anchor 
man a call. Or clip the coupon below for 

a sample of Permafused wire and 
a free catalog showing Anchor's 

complete line of quality-built 
Permafused, "Galv- After" 
v—I and All-Aluminum 

chain link fences 
including 

All-Aluminum 
privacy fence. 

ANCHOR 
>1 PROTLCTION 

Please send me my FREE catalog of 
fence ideas for industry, plus a sample 
of Permafused wire. Mail coupon to: 
Anchor Fence, Dept. NB-6. 6500 
Eastern Avenue, Balto., Md. 21224. 

.Zip. 

Surround your plant with the best 
An. hot r'«-in r. H (livLsinn .if Ani'lmr Pod I'nwtui tv In. 

Plant* in Baltimore, Houaton, Lw Anuele*; 15 brat* 1 



The 
Management 
of Mistakes 
To err not only is 
human, it frequently is 
good for your company-
if the proper attitudes 
are adopted 

DRAWINGS: CHARLES A. DUNN 

There is a surprising paradox in the process that 
American businesses use to select managerial talent. 

Though companies need innovation in their upper 
echelons, and innovation naturally involves the likeli
hood of occasional errors, an error-free record is a tradi
tional prerequisite for promotion. 

It follows that people who don't conceive of and try 
imaginative new ways of doing things move up the 
ladder, while employees with leadership potential are 
held back. 

But an approach in which errors are put into their 
proper perspective, one that allows for the proper man
agement of mistakes, could pay rich dividends for a com
pany in terms of developing talent. 

If we trace the evolution of a highly placed executive's 
career under present practices, it 's amazing he has 
reached the heights he has. 

All the way up, each supervisory level has been 
probing for errors in those below it. 

In all likelihood, the application form he filled out 
when he joined the firm was designed more to dredge up 
anything that raises a question about a job seeker's past 
than to determine his strengths, achievements and 
experience. 

Chances are the ensuing employment interview was 
mostly a similar probing for weak spots. 

Past that hurdle, the new employee became part of a 
team that theoretically was operating with managerial 
supervision keyed to specific company objectives. But 

c. R. GRINDLE, author of this article, is a Virginia Beach, 
Va., management consultant. 

more likely, he had gone into something that could 
appropriately be called "error-oriented supervision." 

The guidance the new employee received from the 
boss probably was limited to the statement:, "As long 
as you don't hear from me, you'll know everything is 
O.K." 

What this really means, of course, is: "You'll hear 
from me when—and only when you have made a 
mistake." 

As his career unfolded, the on-the-job training given 
our man was more likely to be aimed at keeping him 
from making any more mistakes, rather than at develop
ing and refining his proven abilities. At his annual ap
praisal interview, he usually was told what he'd been 
doing wrong all year. 

Even if he got through one year without a significant 
mistake, there probably were some in previous years. 
They were immortalized in a personal file ready for 
warming over at any time by a supervisor skilled in 
blamesmanship. 

Expert on errors—or exce l lence? 

No one likes mistakes, especially those who make 
them, and they obviously can't be ignored when they 
involve such things as a big order, wasted time or 
money, or a threat to the health or safety of other in
dividuals. 

But it's axiomatic that we become knowledgeable in 
what we study. If we concentrate on mistakes, we be
come expert on them. If we concentrate on exceptional 
performance, we learn what can make a person or a 
company successful. 
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A boss constantly looking for mistakes and someone 
t° blame for them is practicing management by fear— 
ar»d actually working against his company's interest. 

A worker who knows a mistake will bring down harsh 
reprimands from an angry supervisor is going to stick 
t° the traditional way of doing things rather than try, 
° r even suggest, improvements that might help the 
COrnpany keep up with the competition. 

The main activity of management by fear is criticism 
°f subordinates. 

An unfortunate sequence goes like this: The super-
Visor criticizes an employee's error, even though the 
ernployee may already be aware that he has goofed and 
t n e last thing he needs is for someone to bring it to his 
attention. The subordinate becomes irritated to the 
Point of trying to justify his action. 

The criticism continues, and the subordinate's irrita
tion becomes resentment. As the supervisor re-empha-
sjzes the results of the error, resentment develops into 
U t i l i t y . 

Yet, the whole discussion was supposed to have made 
n e employee receptive to suggestions on how to avoid 

l ,ie same error in the future. 
A starting point for building a more receptive frame 

* mind is to identify the reason the mistake has been 
ade, rather than to concentrate entirely on the slipup 

Hself. 

-Li a worker keeps cutting his finger on the same piece 
machinery, his supervisor wouldn't limit his response 
ordering more bandages. But in many less obvious 

1 nations, there's a tendency to deal only with the 
suits of the mistake and to ignore underlying causes. 
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If an employee of yours is making mistakes, it may be 
because of carelessness or other poor work habits that 
can be corrected with direct, on-the-job disciplinary ac
tion. But maybe he's worried about bills piling up at 
home. Or perhaps his wife is suffering from a serious 
illness. Maybe he's been put into a job he can't 
handle. 

How to take corrective ac t ion 

When the underlying causes of mistakes are found, 
the next step is to determine what corrective action is 
needed and how to take it. 

A subordinate often grumbles that "it's not what the 
boss says that annoys me, it's the way he says it." 

This tells us that the proper management of mistakes 
requires the use of an effective sequence of ideas in 
expressing yourself to people in whom you want to 
bring about a change. 

When a mistake has been made, it's a natural reaction 
to meet it head-on. But what are you trying to accom
plish? Corrective action in the interests of the employee 
and your company? 

Or making yourself feel superior by forcing a subor
dinate to admit guilt? 

Imagine your own reactions to supervisors who 
opened discussions with either of these two approaches: 
• "Joe, that was certainly a stupid mistake. Don't do 
it again. I t seems as if you've been making your share 
of errors lately." 
• "Joe, we have more up-to-date figures on this and 
you'll turn in a more accurate report next time if you'll 
use them instead of last year's data." 

Which is more likely to bring about a mood receptive 
to corrective action? The answer is obvious, but it's an 
often-forgotten fact of human behavior that people 
respond better if they are shown advantages for them
selves. 

Another important factor in dealing with mistakes is 
the realization that they all don't have to have adverse 
consequences. A pompous, know-it-all supervisor might 
gain a measure of humility when a conscientious secre
tary tactfully points out he's used a wrong word in 
dictation. 

And every American school child knows the results of 
Charles Goodyear's mistake when he dropped a rubber 
mixture on a hot stove it led to the vulcanization 
process. 

Careless Carl b e c o m e s careful 

Errors often can lead to improved performances. 
Consider the case of Careless Carl, who was assigned 

to plan his company's annual operations meeting. He 
set a date, notified those who would attend, prepared an 
agenda and hired a high-priced speaker. But when it 
came to reserving facilities for what he was sure would 
be a perfect meeting, he found there was no space 
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The Management of Mistakes continued 

available on the date he'd set. After a sleepless night, 
he told the boss. Instead of a barrage of criticism, Carl 
received advice about analyzing what he had done. 

"Well, Carl," the boss said, "what do you believe 
we can learn from this particular situation? How will 
you handle it the next time?" 

Now more relaxed, Carl replied: "I sure realize that 
planning is not just arranging things randomly —it's 
putting first things first." 

The boss, believing that anyone who never makes a 
mistake never makes anything else, had turned the 
error into a learning experience. 

In another example, a staff assistant overheard the 
department store president wonder aloud why the ceil
ings were painted green. Interpreting that as criticism, 
the eager aide gave orders that the ceilings were to be 
repainted blue that night. 

The anticipated praise never materialized. 
"We'll have a better working relationship if we discuss 

things more fully, Stan," the boss told him. "You can 
save yourself time and effort by confirming major deci
sions of this type with me. Green happens to be my 
favorite color." 

Take the case of the secretary whose overall perform
ance was excellent but who, through sheer carelessness, 
sometimes forgot to put enclosures in mailings. Her 
boss took up the issue from the viewpoint of her own 
interests, rather than pure criticism. 

"Jane," he told her, "you can make a better impres
sion on people receiving our correspondence if you 
always include enclosures with any letter that is sup
posed to have them. That way, you won't have to send 
the enclosures separately and you'll be saving yourself 
time as well. Why don't you put a little reminder sign 
on your desk for a month?" 

Secretaries and assistants aren't the only ones who 

have found that mistakes can be learning experiences. 
The business world is well populated with regretful 
managers who discovered the hard way that,you don't 
build a restaurant on a major road without checking on 
plans for new superhighways through the area; that 
you don't set up a distribution system without market 
research and that customers' complaints, however un
reasonable, must command respect. 

Expensive b u t va luable 

A costly means of learning, true, but mistakes more 
often than not can lead to better, more careful perform
ance in the future. 

In many cases, the supervisor must guide the em
ployee toward correct procedures while, in other situa
tions, it is possible for the employee to correct his own 
errors. The latter course has at least three advantages: 
1. The supervisor spends less time checking up on the 
employee and thus has more time for more important 
work. 
2. The employee gets a chance to develop himself by 
correcting his own errors. 
3. A climate of confidence results when the employee 
is allowed to check up on himself without the boss look
ing over his shoulder. 

I t would be a dull world if we were all perfect. Since 
we all make mistakes, it becomes a challenge to put 
them in their proper perspective and learn how to man
age them effectively. ENL' 

REPRINTS of "The Management of Mistakes' maybe 
obtained from Nation's Business, 1615 H St. N.vv-< 
Washington, D.C. 20006. Price: One to 49 copies, 35 
cents each; 50 to 99, 30 cents each; 100 to 999, 17 cents 
each; 1,000 or more, 14 cents each. Please enclose remit
tance with order 
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Problem Solving 
A La Carte. The menu 

for businessmen. 
Problem solving a la carte. It lets you use the power of computers and information services in just the 
right portions you need. To identify opportunities. Cull out waste. Make money. And you don't have 
to have your own computer, or software, or people. You use ours. You can buy complete information 
dinners or just one or two entrees. Here's our menu for businessmen. 

Module Reports Available 

Labor/Payroll 

Accounts Payable 

Inventory and 
Purchasing/ 
Material 
Transfer 

Department Cost/ 
Job Cost 

Journals, 
General Ledger, 
and Working 
Trial Balance 

Accounts 
Receivable/ 
Billing 

• Labor distribution by account • Labor distribution by department 
or job charged • Labor distribution category summary • Checks 
• Check register • Detail payroll register • Employee earnings 
register • Payroll deduction register • Quarter/year-to-date register 
• W-2 forms • 941A forms (federal and state) 

• Accounts payable checks • Check register • Open item 
accounts payable • Next accounts payable payment cycle report 
• Accounts payable distribution • Aged payments recap 

• Purchase order update • On-order analysis • Purchase order 
by vendor • Small business administration • Outstanding purchased 
inventory—cost variance analysis • Inventory analysis • Inventory 
analysis exception report • Material transfer analysis 

• Department cost • Departmental cost recap by high 
order department • Job cost summary • Job cost summary recap 
• Labor category action report • Material action report 

• Journal voucher • General ledger • Working trial balance 

• Accounts receivable aged trial balance • Statements 

Boeing Computer Services, Inc., RO. Box 708, Dover, N.J. 07801 
Gentlemen: • Please send more information on the entree I've circled. • Please have a BCS problem 
solver call. 

NAME. .TITLE. 

COMPANY-

STREET 

-TYPE BUSINESS. .NO. EMPLOYEES-

CITY. -STATE- -ZIP-

NORTHWEST (206) 655-6189 NORTHEAST (215) 522-3600 SOUTHEAST (713) 488-1191 MIDWEST (316) 687-2824 

BOEING COMPUTER SERVICES .INC. BCS 
Problem Solving A La Carte. 



©ffi .;£t»_ Th« U S Government doe* not pay for this advertisement. 
H i* presented as a public service m cooperation with The 
Department o' (he Treasury and The Advertising Council. 

The 
Payroll Savings Plan 

helps you save 
some of your living 

for later. 

Sure there are lots of things you want 
right now. Lots of things you need. 

But, the sun's going to shine tomor
row, too. 

That's why it's important you do 
something today to build a little nest 
egg for the future. And there's no 
easier way to do that than by joining 
the Payroll Savings Plan where you 
work. You sign up once and any 

i amount you specify will be set aside 
from each paycheck and used to buy 
U.S. Savings Bonds. 

The Payroll Savings Plan. The per
fect way to help your good life stay 
that way. 

Now E Bonds pay 5H% interest when held 
maturity of 5 years, 10 months (4% the 
year). Bonds are replaced if lost, stole 
destroyed. When needed they can be cashed * 
at your bank. Interest is not subject to state 
or local income taxes, and federal tax may 
be deferred until redemption. 

n. or ^ ( r V ^ V> 

Take stock in America. 
Join the Payroll Savings Plan. 



The American Weigh 
in the Emerald Isle 

One of the most glowing industrial 
success stories in the Republic of 
Ireland is being written by a busi
nessman named Hanssen. 

Hanssen? 
Yes, Stan B. Hanssen, formerly of 

Chicago, 111., who—as he puts it— 
"started business with a briefcase" in 
the Emerald Isle after an exploratory 
trip 11 years ago, and now runs an 
Irish company which boasts it is the 
largest exporter of household scales 
in the world. 

Hanson Ltd. (Mr. Hanssen, fol
lowing a family business tradition, 
Prefers the simplified spelling for his 
company's name) has doubled its 
volume every two years since 1965. 

Britain is the biggest market for 
its products—primarily bathroom 
and kitchen scales as well as small 
Postal scales. 

But it also exports to 79 other 
markets. Though they do not in
clude the United States, they're 
widely scattered around the rest of 
the globe—among them are not only 
Continental European countries on 
both sides of the Iron Curtain, but 
also Iran, Israel, South Africa, Aus
tralia and even Japan. 

The scale of business for this mak-
e r of scales is tiny by, say, Detroit 
0 r Pittsburgh standards. However, it 
'ooms fairly large in Ireland, a coun
t y whoso population is loss than 
three million. 

Hanson Ltd. sales are now about 
•P2.6 million a year and its rale of 
Profitability, says Mr. Hanssen. the 
c°nipany's principal owner, "would 
^ake most U.S. companies envious." 

At its plant in the northwestern 
Irish town of Sligo, the work force 
(u 

K a Kood one," says Mr. Hanssen) 
has risen from 20 to 130. 

The company figures it sells about 30 per cent of the household scales 
D°ught in Britain, where it has com 
Peted with dazzling success against 
a n old-line, set-in-its-ways British 
Manufacturer. 

"We shook up a lot of people," 
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says Mr. Hanssen, who is 49. For one 
thing, his firm—on its toes in re
search and product development— 
cut a 6V2-pound scale down to four 
pounds, making shipment less costly. 
For another, it was able to eliminate 
some parts, reducing expense on its 
already inexpensive products. It also 
has developed "shrink wrapping" 
packaging—a light box with a trans
parent top for immediate display. 

Mr. Hanssen's career as an Irish 
businessman began strictly as an 
American businessman. He was 
president of the Hanson Scale Co., 
founded in Illinois in 1888 by his 
grandfather, and was considering a 
number of European locations as a 
base for overseas operations. 

The Irish Industrial Development 
Authority won him over with the 
parade of inducements it trots out 
for foreign industrialists considering 
sites in Ireland. One inducement: No 
taxes on profits generated by exports 
for 15 years and partial tax relief 
thereafter until 1990. Another: Non
repayable cash grants—in Mr. Hans-
sen's case it was 80 per cent of his 
plant construction bill, 40 per cent of 
his machinery tab. 

Mr. Hanssen became so enamored 
of Ireland that he decided to stay. 
He sold out his entire interest in his 
family company to Sunbeam Corp. 
and settled down with his wife and 
three children in a comfortable home 
which has 600 feet of frontage on Sli
go Bay. 

He has no plans to give up his 
U.S. citizenship, but he also has no 
plans to return. 

The Hanssens I Mrs. Hanssen, a 
native of Seattle, also is not ethni
cally Irish) find life pleasant in a 
green, clean, easygoing, uncrowded 
land which so far has been little 
marred by the strife plaguing neigh
boring Northern Ireland. 

They like the Irish. And the Irish, 
who welcome not only guests but 
also the initiative that creates jobs, 
like them. END 
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MAUPINTOUR . . . 
THE UNHURRIED HOLIDAYS 

USSR 
EASTERN EUROPE 
CHOICE of 17 adventure tours, 
fully all-inclusive and escorted, 
feature Russia and/or one or 
several Eastern E u r o p e coun
tries, Siberia, C e n t r a l A s i a , 
Samarkand or Balkans, Dalmatia 
or add Scandinavia. Also the 
Berlins, Middle E u r o p e . From 
15 days to a Grand 68 days. 
ASK YOUR TRAVEL AGENT for 
Maupintour's d e t a i l e d 52-page 
EASTERN EUROPE brochure or 
write Maupintour, 900 Massa
chusetts St., Lawrence, Kansas 
66044. Telephone 913/843-1211. 

: 

21st year of 
quality tour 
operation 

ibj -v „ 
PHOTO OFFSET SPECIALS: FREE PRICE LIST 

200M 16PR. 8Vixl l . 2 colors, >l 50 lb . -$5 ,366 .00 
40M 32p«. 8 ' / ? x l l , B&W, .1 50 lb-$2,322.00 
40M 48pg. b>/?x8l/2. B&W. *1 50 lb -$ l , 902 .O0 

50M 16pR. 4 color process 50 lb —$1,755 
5M 8'/ ixl 1 1 side 4 color process 
80 lb. coated $185; 2 sides $350 

100M l l x l 7 4 color line, 2 sides..-1 50 l b . - $ l , 6 1 5 . 0 0 

COPEN PRESS 
Dept. BN, 100 Bernman Street, Brooklyn, N.Y. 11208 

SAVE NOW ON 
EXECUTIVE 
LOANS 

$2,000 to $14,000 
INSTANT CASH BY PHONE-
ABSOLUTE PRIVACY 
You save as much as 18% or more 
on interest rates with TWS 
compared to other executive loan 
services. And you get more money, 
as much as $14,000, in your hands 
as fast or faster than you could 
get it locally. Loans made in com
plete privacy, no embarrassing 
investigations. Tens of thousands 
of satisfied customers throughout 
the U. S. TWS makes loans only 
to executives, military officers, 
and professional personnel . . . 
that's why you get more money 
and a better deal. 

Get the facts now—without 
obligation. 

Call our toll-free 
"LOAN LINE" 

(800)527-6301 
From Texas, phone COLLECT 
(214) 638-2840. 

Trans World Services, inc. 
An Affiliate of The Continental Corporation 
Suite 404, Stemmons Tower West 
Dallas, Texas 75207 
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Complete 8-Part 

eu^esS 

I 

3, 
4 
5 
6, 
7 
8, 

EXECUTIVE SEMINARS IN SOUND is a unique learning adventure which will enable you to explof6' 
in real life dramatizations, these essential guides to business and management success: 

HOW TO GET YOUR IDEAS ACROSS . . . explores the art of communication—talking, wri1' 
ing, listening. How skillful are you as a communicator, compared to the businessmen you'll hea 

in this cassette? 

MAKE THE MOST OF YOUR TIME . . . will help you capture wasted hours, turn them i^° 
productive effort so you can truly CONTROL your time. 

YOUR ROLE AS DECISION-MAKER . . . reveals techniques that master managers use to eva1' 
uate facts and minimize risks in decision making. 

GUIDE TO BETTER PEOPLE MANAGEMENT . . . dramatizes a wide variety of "people pr^ ' 
lems" and how they are solved . . . everything from spotting leaders to settling inter-ofn 
conflicts. 

MASTERING THE ART OF DELEGATING . . . demonstrates how to hand over responsibi1^ 
to others so you can free yourself for the real job of managing. 

ORGANIZING YOUR PLANS AND PLANNING YOUR ORGANIZATION . . . learn the neW^J 
techniques for coping with constant changes in your business resulting from growth, compe 

tion, economics and government. 

THE STRATEGIES OF MOVING AHEAD . . . understand your situation today and know 
to set realistic goals for the future through these re-creations of revealing case histories. 

h ^ 

HOW TO LIVE WITH YOUR OWN SUCCESS . . . the personal psychology of how to overcon1 

fears, blind spots and 57 varieties of hang-ups that can rob you of the joy of achievement. 

A PROVEN METHOD TO LISTEN' YOUR WAY TO NEW EXECUTIVE POWER 



Course in Executive Self Developmen 
issettes in handsome binders with course outline and study guides 

ENTERPRISE 

IGH THESE DRAMATIC SOUND PRESENTATIONS 
YOU USE YOUR IMAGINATION AND MEMORY TO "SOAK 
UP" HUNDREDS OF GUIDELINES TO BUSINESS SUCCESS 
. . . TO MASTER YOUR ROLE AS MANAGER . . . TO IN
SPIRE NEW CONFIDENCE IN OTHERS . . . TO MOTIVATE 
THOSE WHO WORK FOR YOU . . . AND TO ENJOY YOUR 
OWN SUCCESS. AND THESE DRAMATIC SOUND PRES
ENTATIONS CAN BE ABSORBED AT YOUR OWN PACE 
IN YOUR SPARE TIME. 

C DRAMATIZATIONS PUT YOU IN THE PICTURE j^ALlSTI, 
^ Member the days of radio drama . . . where the vivid 
0t °f actors and sound effects enlisted the powerful aid 
" ^ ° u r imagination? You could close your eyes and 
^ e what was happening and it became indelibly etched 
ev memory. Executive Seminars in Sound works on 

c % the same principle. 

Nnf 
y ^ Series Of Lectures . . . The situations and people 
y w i l l meet in "Seminars in Sound" are as real as those 
9ct e n c o u n t e r every day in business. You'll "sit in" on 
jja Y Problems as they unfold, listen to how they're mis-

a ' ed , and then, through the advantage of "stop mo-

tion," a narrator will interrupt the action to point out 
errors, to explain what went wrong and to show what 
should have been done. 

The Overwhelming Advantage Of Convenience . . . Cas
settes are used on the standard cassette player that can 
be activated anywhere at any time. At home during your 
leisure hours. Beside you as you commute to work. While 
shaving . . . building in your workshop . . . traveling on 
a train or plane. Furthermore, they can be shared by 
others in your organization . . . even used for group 
training sessions. 

for V e Seminars in Sound puts you into actual office, plant, suites and commercial situations . . 
0 I'ifii will automatically improve your managerial performance in similar circumstances. 

with a dramatic 

"*llld 
complete eight-part course at only $60 
es: 

VVJU har>dsome 11 y4" x IIV2" vinyl cassette binder, 
a built-in pocket for each cassette. 

•The 
'no 4^

 Compli!te set of eighl cassettes.each one offer-
* to r>0 minutes of playing time. You just pop 

c9ss >t ° n ° ^ 0 U w a n t ,f) hear, insert it in your 
t e player and listen, anytime, anywhere. 

• A 

*'0n "V(- rall introduction to the course with instruc-
s for its use. 

• A 
ideai

 s ^P a r a t e written synopsis for each cassette, 
Secti^J0r y ° u r personal review, as a remind) 

lai 
VoUr 

agai
 n s you'll want to go back to and listen to 

Voii* ' 0 r f° r formatting group training sessions in 
°wn company. 

K 
' back guarantee if not completely satisfied. 

Nation's Business Sound Seminar Division 
Dept. CBC 672 
1615 H Street, N.W., 
Washington, D.C. 20006 

I'h isc send ma "Executive Seminars in Sound" the complete fl-pnrt manajje-
mnnt course; on audio cassettes in I assrtle binder with study guides. My check 
for S60 is ancloaad. I understand I will be refunded the entire amount if not 
completely satisfied. 

NAME 

ADDRESS 

CITY 

STATE ZIP 
CBC 672 



THE 
"WHAAAAA!" 
HEARD ROUND 

THE WORLD. 
Charles Crow, Jr. Born today. At 
2:28 am. 

Mctherandbabydoingjust fine. 
Only one thing's missing. Father. 

Corporal Charles Crow. Senior. He's in 
the Army. Haifa world away. 

Yet before he had breakfast, he'd 
already gotten the word. A son. 7 
pounds. And 14 beautiful ounces. 

All thanks to Harriet Rex. And 
The American Red Cross. 

Harriet's a Red Cross Volunteer. 
The reason her hair's in 

curlers is, she runs the night 
shift twice a week at the local 
Red Cross office. At 
2:37 am, she got the happy 
news about little Charles. 
At 2:40 am, she sent the mes
sage off to The American Red 

SHE SENT THE WORD. 
Cross Headquarters in Washington 
D.C. And before 4:00 am, the new 
was sent by teletype to Corpora 
Charlie's base in Korea. 

Love may be what makes the 
world go round. But the Red 
Cross is what gets the messages 
around. To servicemen, every
where. 

And what makes it all hap 
pen are the Harriet Rexes ol 
the world. The hundreds ot 
thousands of Red Cross Vol
unteers all across America. 

Maybe you don't have the 
time to work on one of our 
night shifts. 

But think about the Red 
Cross a minute. 

Where do you fit in7 

The American Red Cross. 

PEOPLE LIKE YOU 
HELPING PEOPLE LIKE YOU. 

A 
\*JI advertising contributed lor the public good 

PAPA 
GOT THE MESSAGE. 



Your maintenance men 
are roofing experts with Randustrial's „ NEW, Do-
It-Yourself Roof Spray Process. Professional re
sults are ach ieved at a fraction of the normal 
roofing costs. Randustrial - provides on-the-job 
instructions. The material is supplied in Kits which 
includes all patching and spraying material re
quired for each 7,000 sq. ft. The special spray 
sealant restores pliability and shields the roofing 
felts against the elements. Check coupon for FREE 
48-page Randustrial,, Roofing & Maintenance Man
ual and ask to view our 3-minute Color Movie en
titled, "Spray Process Saves Old Roofs." 

PATCH CHUCK HOLES 
Frigid Patch' comes ready to use for patching 
wet or dry, broken concrete or blacktop in 
winter or summer—for immediate use. It 
contains a unique shatterproof aggregate and 
new plastic base to provide durability and 
holding power to a featheredge without crumb
ling. Frigid Patch remains smooth and pliable 
under the heaviest loads in all extremes of 
temperature. Check coupon for FREE 2-Gallon 
Sample. 

ANCHOR BOLTS IN 30 MINUTES 
Bolt Anchor Sulfaset' holds machinery fast 
to the floor under the most strenuous condi
tions. It is supplied as a dry powder to which 
water is added to form a liquid consistency, 
which is poured around the anchor bolts. Bolts 
hold firm under 46,100 lbs. pull after only 
30-minute set; 110,000 lbs. pull after one hour. 
Check coupon for FREE 2-Gallon Sample. 

PATCH FLOORS FAST 
Fleet Patch' can be trucked over 
in 45 minutes after application. It 
sets hard and smooth; sustains 
heavy hand or power trucking at 
any thickness to a featheredge. 
Fleet Patch incorporates a new 
plastic binder for resistance to 
shock and abrasion. Check coupon 
for FREE 2-Gallon Sample. 

CLEAN DRAINS 
AND SEWERS 

Clearan- is a fast-acting com
pound for unclogging drains 
and sewers. It is supplied in 
an easy-to-use granular form 
which is inactive until used in 
water. ORDER TODAY: 550 
lb. drums at 52^/lb.; 300 lbs. 
drum at 54^/lb.; 125 lbs. drum 
at 56>/lb. 

R a n d u s t r i a l . C o r p o r a t i o n 
formerly Ranco Industrial Products Corporation 

13251 Union Ave./Cleveland, Ohio 44120 
(216)283-0300 

Please send the following samples and FREE 

Rooting & Maintenance Manual. 

• Maintenance Catalog 

n Please show us the 3-Min. 
Color Roofing Movie 

• Bolt Anchor 

D Fleet Patch 

D Frigid Patch 
NAME-

TITLE. 

COMPANY. 

ADDRESS. 

CITY_ .STATE- .7 IP. 



Joint Ventures 
to Curb 
Pollution 

Spiraling costs are forcing indus
trial managers and municipal pollu
tion control engineers to consider 
joint ventures in waste treatment. 

Industry is spending an unprece
dented amount of money to develop, 
install and maintain air and water 
pollution control systems. A survey 
has shown this amounted to nearly 
$500 million in 1970 alone. 

Communities also face monumen
tal money problems in this area. One 
estimate is that it will cost $50 bil
lion for the nation to upgrade its 
water pollution control facilities over 
the next 15 years. 

Under certain conditions, a joint 
treatment plant for a manufacturer 
and its community promises advan
tages for both. 

The company may be sizable, but 
it also may be one whose asset base 
is small and whose earnings will not 
support the installation and mainte
nance of adequate treatment facili
ties. Many of these companies are 
one of only two or three employers 
in small communities which them
selves are seeking ways to finance 
improved treatment plants that will 
meet strict federal and state require
ments. 

Tale of three cities 
Some recent combined ventures, 

in which the traditional "you-take-
care- of-your- problem -and - I'll - take-
care-of-mine" attitude toward sewage 
treatment has been abandoned, have 
proved to be both cost-cutting and 
efficient. 

These have involved Union Car
bide Corp. and South Charleston, W. 
Va.; Coors Brewery and Golden, 
Colo.; and Georgia-Pacific Paper Co. 
and Crossett, Ark. 

JOHN SPROULE, author of this article, 
is president of the Environmental 
Control Group, Rex Chainbelt, Inc., 
Milwaukee. 
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wide... 

easier 

carry 
than 

attache 
case... 
it 
should 

about 
half 
the size. 

SHARP SPACE-AGE: 

THE MOST REVOLUTIONARY 
PRINTING CALCULATOR IN 
OR OUT OF THIS WORLD. 

portability...design—that's only Sharp "Space-Age." In fact, the workj j Size 
half of what's revolutionary about the 
new Sharp "Space-Age" Printing Calcu
lator (Model CS-623B). 

What's the other half? 

Performance. Revolutionary perform
ance. It will astound you. 

Your fastest operator can't beat the 

FROM $445 
THE WORLDS 
MOST COMPLETE 
LIKE OF 
ELECTRONIC 
PRINTING 
CALCULATORS 

fastest operator can't beat it. 

Because it has a special buffered k^* 
board. No one can get ahead of it. J 
actually stores your next entry as ' 
prints your previous one! 

Because it prints 2% lines of accurate 

answers in less than a second. 

12 DIGITS (CS 621) 14 DIGITS (CS641B) 12 DIGITS (CS 622 B o V £ ) 
4 CS-623B FEATURED ABU 



Because it prints red for credit bal-
ances. (And black or red, you couldn't 
^ant more readable type.) 

Because it has automatic decimal posi
tioning both floating and fixed, auto
matic credit balances, automatic round 
°ff /down, automatic punctuation and 
automatic clearing, to mention just a 
few of our automatics. 

heedless to say, the Sharp "Space-Age" 
Printer provides you successive multi-
Plication and division, calculation by 
c°nstant, a memory plus 3 registers. 

' n fact, it has everything—and more— 
that you want in a 12-digit calculator, 
^'us its revolutionary "jet-away" design 
*0r phenomenal portability. 

And that's made possible by the Sharp 
"Space-Age" Calculator's space-age cir
cuitry: microscopic ELSI (Extra Large 
Scale Integrated) Circuits developed 
for the moon shots. One ELSI does the 
work of literally thousands of diodes, 
transistors and condensers. There are 
5 in this new Sharp "Space-Age" Print
ing Calculator. 

You'll find everything about it is out of 
this world. Except the price. That's very 
down to earth. So is your Sharp repre
sentative. And your local Sharp man is 
only a phone call away. 

•> Phone toll-free 800-631-1972 
for your nearest Sharp representative. 
In New Jersey phone 800-962-2803. 
Or, if you prefer, just mail this coupon. 

• x ^ -

»4 DIGITS (CS742R) 

Sharp Electronics Corporation, NB-IS 
10 Keystone Place, Paramus, N.J. 07652 
Gentlemen: Please send me full infor
mation on the totally new Sharp l i n e -
especially the new Sharp Printers. 

Name — 

Company ___ 

Street 

City State -Zip-

The Union Carbide-South Charles
ton facility almost doubled the capac
ity of an older city installation which 
was unable to handle the flow from 
the chemical company's nearby man
ufacturing plant. Union Carbide do
nated the land for the joint facility, 
put up the bulk of the $5.8 million in 
construction costs and—through a 
subsidiary—now operates the plant 
and pays 90 per cent of the annual 
operating costs. 

The Coors plant provides complete 
secondary treatment for its own 
needs as well as those of the city of 
Golden. 

In Crossett, a Georgia-Pacific 
Paper waste treatment plant treats 
virtually all the domestic sewage of 
the town's population of 7,000. An 
added bonus for local residents is 
Lake Georgia-Pacific, the company's 
1,700-acre reservoir which has proved 
to be one of the best game fishing 
spots in the mid-South. 

Most combined plants—though not 
all—are owned and operated by the 
municipality. And industrial users 
normally are happier with this ar
rangement. 

Congress has appropriated money 
for municipal sewage construction 
projects, and municipalities are able 
to tap these federal funds and any 
available matching funds from state 
agencies. 

(While Congress won't provide 
funds to private companies for pollu
tion control, it does encourage indus
try-community cooperation through 
special funding for a "regional" ap
proach to solving the water pollution 
problem.) 

Borrowing, too, is frequently 
cheaper for a municipality than for a 
company which must not only pay a 
high interest rate but demonstrate to 
stockholders a rate of return on its 
investment. 

The bigger the cheaper 
Other factors make large plants, 

which treat both industrial and do
mestic waste, attractive to all partici
pants. 

As with any processing operation, 
there is a significant economy of 
scale involved. 

An Interior Department report il
lustrates this point with a hypotheti
cal case in which a community has 
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Remember when 
business was so simple 
you could figure 
things out withapencil 
and a piece of paper? 

WfeVe invented away to 
keep life that simple: 
TheT-Scan terminal. 

The T-Scan terminal now lets busy business people 
communicate with computers in their own language, the 
language of their job. 

Only the T-Scan transaction terminal reduces computer 
communication to pencil simplicity. The Terminal reads 
pencil input, converts it to computer language, and prints the 
response in a few seconds, (all on the same piece of paper 
the T-Scan transaction document). 

Different applications can be processed concurrently 
through the same terminal and network by using different 
designs of the low cost card. Card design can be changed as 
new conditions warrant—terminal hardware stays the same. 
You can put it anywhere you'd put an electric typewriter; 
the computer can be three feet or 3000 miles away. And many 
workers can share the same terminal. 

Simplicity of both operation and application is the 
essence of the T-Scan terminal. It gives business a data pro
cessing device that is comprehensible, fast and economical. 

Life is simple again. 

T-Scan Limited 
•'54 Continental Place, Scarborough, Ontario, Canada 
(416)291-7992 

lo-3 

.0*. 
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Pollution continued 

10 million gallons of waste to treat a 
day from a combination of domestic 
and industrial sources. 

The options are to build 10 small 
plants—five operated by the com
munity for domestic sewage and five 
by industry for their own flow; or 
two medium sized plants—one for 
domestic flow and one for industrial 
effluent; or one large plant to serve 
all the waste from both industry and 
the community. In each case it's as
sumed the plants will have a 25-year 
life span, a 5 per cent rate of interest 
and serial amortization. 

"Over the life of the system," ac
cording to the study, "average annual 
costs would amount to $548,000 in 
the case of the 10-plant solution, 
$451,000 in the case of the two plants, 
and $332,000 for the single plant 
solution." 

Other factors mitigate toward larg
er plants. A national shortage of 
trained sewage plant personnel puts 
their services at a premium, and 
small facilities frequently are attend
ed on only a part-time basis. But a 
large combined plant can be staffed 
around the clock with trained tech
nicians and engineers who can assure 
that the plant functions at maximum 
efficiency. 

Wage scales, too, come into play if 
the plants are run by municipalities. 
Frequently, they can hire plant per
sonnel for less than the cost of union 
personnel at an industrial waste treat
ment facility. 

And processing efficiencies may be 
derived from combining industrial 
and domestic waste. 

Many industrial wastes are defi
cient in nitrogen and phosphorous 
needed to sustain the bacterial degra
dation basic to sewage processing. 
But domestic sewage contains heavy 
proportions of these constituents. By 
combining flows, this nutrient defi
ciency can be alleviated without cost
ly chemical treatment. 

In addition, industrial waste is fre
quently of a higher temperature than 
the domestic flow and can effectively 
accelerate the life processes of the 
bacteria relied upon in the processing 
of the sewage. 

The combined sewage flow ap
proach is, in essence, advantageous 
to both industry and the community. 

END 
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This Month's 
Guest Economist 

Or. George Katona 
Institute for Social Research 
University of Michigan 

The Human Factor 

Recently we have been told by several 
social critics that American life styles 
have undergone a radical change. 

Allegedly, the American people— 
and especially the younger people— 
now say No to our consumer economy 
ar>d lack an interest in acquiring a 
Sreat variety of goods and services. 
Concern with pollution and the quality 
°f goods and services offered is also 
thought by some to be reducing con
sumer demand. 

In sum, the "economics of more" 
belongs to the past, the critics say, 
ar |d therefore the soaring 1960s will 
he followed by the sluggish 1970s. 

Should these assertions be ac-
CePted at their face value, or is it pos
sible to search for evidence as to their 
t ruth or falsity? 

For the past 25 years the Survey 
Research Center of the University of 
Michigan's Institute for Social Re-
Search has been trying to ascertain the 
De'iefs, attitudes and aspirations of the 
American people. Why? Because they 
Represent predispositions to action. 
Th •s is particularly true in our "aspira
tion economy," in which we spend a 
growing part of our income on what 
We would like to have rather than on 
Pure necessities. 
, What do extensive personal inter

views with representative samples of 
Consumers indicate? First, it is true 
hat life styles are changing just as 

they were found to be changing 10 
and 20 years ago. A trend toward 
^sua l living has set in since World 

a r "• (It's had a tremendous impact 
° n the clothing industry for instance.) 

nother clear trend is the importance 
Cached to leisuretime pursuits. 

Most activities we cherish after 
work, on weekends, and during vaca
tions have one predominant character
istic: They are expensive. We need a 
car, often two cars, to go picnicking 
or to reach our cabin in the hills or 
boat at the lake. Weekends or vaca
tions are satisfactory only if we are on 
the move and eat out. The expected 
further growth of the recreation in
dustry may bring about changes in the 
distribution of consumer expenditures. 
It won't reduce them. 

The consumption aspirations of 
young people as they enter the labor 
force and form families don't differ 
substantially from those of the same 
groups 10 years ago. Most Americans 
25 to 35 years of age—this is the 
population group which will increase 
to the largest extent during the next 
10 years—are aware that their stand
ard of living has improved and believe 
that it will improve further. 

Compared to how our forefathers 
lived and how most people in the world 
still live today, Americans are rich. 
But we do not feel rich. Most of us— 
even in fairly high income brackets— 
struggle to make ends meet. Our 
wants, the goods and services we de
sire, increase continuously. Those who 
have experienced progress commonly 
raise their sights. 

Extensive studies indicate no signs 
of saturation. Survey questions about 
unfulfilled wishes—things we would 
like to have—yield as many answers 
today as five years ago and far more 
than 15 or 25 years ago. 

Because we struggle to make ends 
meet, we economize on necessities. 
Yet, for things we cherish, we are not 

reluctant to spend money. This can be 
illustrated by pointing to the trend of 
demand for automobiles. Many Ameri
cans turn to smaller, less expensive 
cars that consume less gas. But after 
reducing their basic transportation ex
penses, many are willing to spend 
much for such extras as car air-con
ditioning. 

What does it mean for our con
sumer economy in the 1970s? The 
long-run predispositions of the Ameri
can consumer can't answer this ques
tion. 

Short-run consumer attitudes and 
expectations deteriorated greatly dur
ing 1969 and '70 and have not yet 
revived fully. 

Two reasons for apprehension 
among consumers are well known— 
concern about inflation and about un
employment. Improvement is ex
pected in both areas in 1972, but the 
misgivings won't be dissipated fully. 
In addition, concern about social prob
lems—race, poverty, violence, pollu
tion—has adversely affected people's 
willingness to buy in the last few years 
and will no doubt contribute to a wait-
and-see attitude in the future as well. 

Furthermore, it appears probable 
that the rate of personal saving, un
usually high during the last two years, 
will remain higher in the 1970s than 
it was in the 1960s. 

The American people desire an im
provement in their standard of living 
and are spending-minded. At the same 
time, they are concerned with security 
and are saving-minded. Because a 
lowering of their standard of living is 
inconceivable to them, savings and 
reserve funds become increasingly 
important and many people are dis
satisfied with the amount of their sav
ings. 

It appears, then, that some survey 
findings on attitudes and expectations 
have favorable implications for the 
next few years, and others, unfavor
able ones. No doubt, the decade of 
the 1970s will be one of economic 
fluctuations. There will be good as well 
as not so good years. But the notion 
that on the whole the 1970s will be 
sluggish is not supported. 

One thing we know for sure: How 
people think and feel, what they desire 
and for what they strive, will be of 
crucial importance. 
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You can finance 
anew plant in 
New York State for 
as little as $00.00down. 
No state can equal New 
York's capacity for indus
trial loans—from combined 
private and public sources. 
In fact you can actually get 
100% financing for new 
facilities and equipment, in 
certain circumstances. 

But financial assist
ance is only one example 
of New York State's unique 
package of incentives, 
which have been attrac
ting new plants and stimu
lating major expansions at 
the rate of 500 a year. Take 
our tax breaks: 

• You get a tax credit 
of 1% on your investment 
in new, expanded or mod
ernized production and re
search facilities including 
the cost of purchased equip
ment—ranging up to nearly 
a 100% break on your State 
corporate franchise tax. 
(This is on top of the new 
federal tax credit.) 

• Then there's our op
tional 1 year write-off on 
new research, development 
and pollution-control and 
industrial waste treatment 
facilities. 

• Another option: spe
cial State business tax 
credits, ranging from 6% 
to 97% for new or ex
panded operations in low-
income neighborhoods of 
New York's 14 largest 
cities and 24 rural counties. 
Also, several cities and 
other units of government 

New York State. 

grant local property tax 
abatements up to 100% 
for 10 years on the in
creased value of such im
proved property. 

Best of all, for most 
firms, our corporate fran
chise tax is based on profits, 
not on gross income or 
capital invested. And there 
are no State or local taxes 
on a manufacturer's per
sonal property, such as 
machinery, equipment and 
inventory. 

Advantages like these 
have attracted such com
panies as Ford, Xerox, 
International Business 
Machines, Chrysler, Avon, 
Ralston Purina, General 
Motors and Reynolds Met
als, to name a few that are 
expanding their operations 
in New York State. 

Have they found what 
you''re looking for? 

For more details, attach 
the coupon to your letter
head and mail. r Commissioner Neal L. Moylan 

New York State 
Department of Commerce 
Dept.MNEE, 112 State St. 
Albany, New York 12207 

Please furnish me more detailed 
information on industrial-location 
advantages in New York State. 
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How to build 
a $162,000 building 

for 
5106,000* 

* The upper figure is the bid a 
company recently received for 
a new industrial facility. The 
lower figure is what a Pascoe 
builder quoted and built it for. 

Ironically, both bids were 
fair. It was another case of 
conventional construction 
attempting to compete against 
the modern metal building 
system. 

Thanks to 18 construction 
exclusives, and the fact that all 
structural parts are made in 
advance at the factory, a Pascoe 
metal building can be 
constructed for substantially 

less money in far less time than 
a conventional building. And 
with no sacrifice in quality or 
appearance. 

Which explains why Pascoe 
builders are so busy these days. 

Pascoe builds 
^ ^ them better. 

PASCOE STEEL. COf=tPOf=IJ\TION 

Send for your free copy of the 
new building construction 
guide: "What you should know 
before you build." 

It could save you thousands of 
dollars. 
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See here 
We respectfully suggest this 

five-point program for reducing 
that waste line. 

The cost of government is literally eating the country out 
of house and home. In 1970, Americans spent $14 billion 
more for government than for food, shelter, clothing and 
new cars combined. 

Isn't it scary that the cost of government increased by 
67% from 1958 to 1971? That's almost twice as much as 
the cost of consumer items. Uncontrolled Federal 
spending looms as a continuing threat to the economy. 
The inevitable results are government deficits, inflation, 
increased taxes. 

What to do? We suggest to the President and Congress 
— put government on a strict diet. Set up strict spending 
guidelines. Exercise strict controls on the Federal 
budget. As a start, we recommend five reforms: 

1. Project all major spending over a five-year period. 

Show total costs as well as detailed spending. Such 
projections should list separately both actual spending 
and spending that has been authorized but not yet spent. 
Then Congress and the taxpayers will have a yardstick 
for measuring new and continuing programs. The costs 
of new programs initiated in the 1960's increased 300% 
during the first five years. If the taxpayer knows the 
future costs, he will think twice about the true worth 
of the program. 

2. Evaluate all spending programs at least once every 
three years. 

Determine their need and effectiveness and see what 
costs can be eliminated. This is zero-based budgeting, 
which means that an appropriation for a program must 
be justified from scratch. If needed it should be 
re-enacted. If not, eliminated. As it stands now, almost 
$175 billion of the proposed $247 billion budget for 
Fiscal 1973 would be spent automatically—about 
$2,650 per family. 

3. Pilot test every proposed major Federal program. 

See if it will work before full-scale operations are 
funded. If it works, then and only then should Congress 
put it into nationwide operation. This procedure will 
avoid many expensive projects that look good on paper 
but don't solve the problem. As Senator Abraham 
Ribicoff said in urging that the proposed Family 
Assistance Plan be pilot-tested: "Right now we have 168 
programs at a cost of $31 billion to alleviate poverty, and 
we've got more poverty in this country than we had 
last year." 

4. Designate a joint Congressional Committee to 
evaluate the Federal budget in terms of priorities. 

Today no committee is responsible for the total budget 
picture. The Federal budget is a thing of bits and pieces— 
a scrambled multibillion dollar jigsaw puzzle. Each 
committee has a favorite piece and tries to squeeze it 
in somehow, ho committee evaluates the budget in 
terms of balancing tax receipts and expenditures. Excess 
costs are simply added to the national debt. A total 
review by one committee, to be made public, could help 
balance the budget. 

5. Subject special Federal programs, such as Social 
Security, Medicare and Highways, to the discipline of 
controlled spending just as other tax-supported 
programs are. 

There are over 800 trust funds, which do not come 
under the annual appropriations review. An annual look 
might change priorities substantially as times change. 

These five points can bring the budgetary process 
under control. Until the American public insists on steps 
like these, election results will be meaningless. What's 
needed is millions of Americans talking to their friends, 
neighbors, colleagues and public officials about ways to 
bring spending under control. 

For further background write to: The Chamber of 
Commerceof the United States, Washington, D.C. 20006. 

Chamber of Commerce of the United States 
Washington, D.C. 20006 

A federation of chambers of commerce, trade and professional associations, business firms and 
individuals dedicated to strengthening the competitive enterprise system—for the greater good of all. 
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BUSINESS 
A 
LOOK 
AHEAD 
BY GROVER HEIMAN 

Associate Editor 

AGRICULTURE 

CONSTRUCTION 

NATURAL 
RESOURCES 

Cotton is making a dramatic comeback as 
farmers aim for a 12-million-bale harvest this 
year, 1.5 million bales higher than 1971. 

Prices this spring ranged from 28 to 30 
cents a pound, almost one third more than 
spot quotations a year ago. And the surplus 
carry-over under government loan programs 
is expected to be only 3.5 million bales on 
July 31, about a four-month supply. 

The situation is in sharp contrast to that in 
the '60s. In the first half of the decade a suc

cession of 14- and 15-million-bale crops glut
ted the market—there was a 17-million-bale 
surplus by 1965. This in turn led to vastly re
duced planting in the latter portion of the 
decade, when harvests dropped to the 10-
million-bale level. 

The U.S. exported about three million bales 
last year and demand abroad is expected to 
total at least that in 1972 (and to increase in 
the future). Annual domestic consumption is 
estimated at eight million bales. 

Things are expected to go swimmingly in the 
in-ground pool industry this year. 

The National Swimming Pool Institute, 
forecasting a 15 per cent growth, says that 
the weather has as much effect on sales as 
the condition of the economy. 

"Good weather arriving early and staying 
late" is the springboard for sales of residen
tial pools, the Institute says. 

The industry posted a 15.36 per cent in
crease in 1971 over 1970, boosting sales to 
the billion-dollar level. 

Though sales of pools for hotels, motels, 
and apartment houses were down, they were 
up in other categories. In all, 89,900 in-ground 

pools were built last year, with 73,600 of 
them at private homes. 

The 12-state Northeast section of the na
tion led in total pool construction. In second 
place was the 12-state Midwest area, fol
lowed by Florida and California-Hawaii. 

Industry sources estimate that over one 
million in-ground pools dot the American 
landscape, with well over three million 
above-ground pools also in use. 

All this might help explain a recent U.S. 
Geological Survey announcement that water 
use nationwide has increased 20 per cent in 
the last five years and that water needs will 
triple in the next 30 years. 

Among other problems, the nation's oil hunt
ers must contend with icebergs as they 
search for petroleum on the outer continen
tal shelf. 

Concern that icebergs might topple off
shore drilling platforms has prompted oil
men to concoct a Texas-style solution: A 
threatening berg will be lassoed and towed 
aside by a vessel. In tests, a specially 
equipped freighter has been able to maneu
ver bergs weighing up to 300,000 tons. 

Amoco Canada Petroleum Co. Ltd., a Stan
dard Oil Co. of Indiana subsidiary, estimates 
that 100 icebergs will drift southward each 
year through 34 million acres it leases on the 
Grand Banks off Newfoundland. 

Further south, the U.S. Geological Survey 
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is conducting surveys of the area between 
New England and North Carolina, working 
between 30 to 100 miles offshore. 

Less than 3 per cent of this vast area is 
adequately mapped for assessment of re 
source potential and environmental impact 

Despite the growing energy crunch, only 
about 1.4 per cent of the outer continenta 
shelf has been leased for oil and gas ex 
ploitation because the federal governmen 
has been unwilling to grant offshore leases 

The Interior Department predicts that by 
1980, if vigorously developed, offshore opera 
tions could provide 25 per cent of U.S. o' 
production and 19 per cent of gas produc 
tion. They now account for about 10 per ceo 
in both categories. 
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CREDIT AND 
FINANCE 

MANUFACTURING 

There's more evidence of a definite thaw in 
consumer confidence, reinforcing the general 
conviction of businessmen that the economy 
is accelerating its upward turn. 

While most surveys of consumer attitudes 
have been on the bright side, those by the 
Survey Research Center of the University of 
Michigan's Institute for Social Research 
have been notably less optimistic. 

But recently, the Center reported a "sub
stantial improvement in consumer expecta
tions has been recorded during the last few 
months, representing a significant break 
from the depressed attitudes of the last 
couple of years." 

Economists George Katona [see "This 

Month's Guest Economist," page 77] and Jay 
Schmiedeskamp, highly regarded as pulse-
takers, say their index of consumer sentiment 
now stands at 87.5 (February, 1966, equals 
100), up from the 75.4 low recorded in 1970. 

Half of the people surveyed said they be
lieved some improvement in the economy 
had already occurred, and many others 
pointed to governmental activity generated by 
Presidential election campaigning as a rea
son why they saw 1972 as a good year. 

At the start of Phase II of the wage-price 
control program, 40 per cent of people they 
surveyed thought business conditions would 
be good in the coming year. Now, that figure 
has climbed to 50 per cent. 

Soft drink bottlers are telling their Congress
men that with a friend like the Federal Trade 
Commission they don't need enemies. 

The FTC plans to outlaw exclusive geo
graphical franchises—a measure it contends 
will be helpful to the 2,800 bottlers—but 
businessmen say it will do just the opposite. 

Goal of the ban: To allow bottlers of the 
same brand to compete with each other by 
crossing over into each others' territories. In 
addition to fostering such competition, the 
FTC says, a retailer could have a choice of 
suppliers of his Coke, Pepsi, Dr. Pepper, etc.; 

and the consumer would have the chance to 
buy in an "unrestricted market at competi
tive prices." 

About 100 bills have been introduced in 
Congress to preserve the 70-year-old fran
chise system, should the FTC go ahead with 
its plan. One sponsor is Rep. Thaddeus J. 
Dulski (D.-N.Y.), who sums up bottler senti
ment this way: 

"Installing intrabrand competition, I am 
convinced, would simply encourage mergers 
and uncontrolled expansion at the expense 
of the smaller companies." 

MARKETING Unless the courts decide otherwise, private 
wholesalers, distributors and retailers may 
be slugging it out with a "superwholesaler"— 
the General Services Administration. 

The National Association of Wholesaler-
Distributors and 17 other associations have 
filed a U.S. District Court suit to restrain the 
federal government's chief buyer and house
keeping agency from selling supplies to any 
organization—public or private—that re
ceives federal funds directly or indirectly. 

Association executives say GSA is operat
ing on the premise that unless forbidden to 

do so by law, any federal agency which gives 
grants may authorize the grantee to buy from 
GSA—and even may require the grantee to 
use GSA sources for supplies. 

Conceivably, private or public schools, hos
pitals, etc., which receive federal grants 
could buy a wide variety of supplies from 
GSA inventories or through GSA contracts. 

With federal funds going into just about 
every facet of the economy, businessmen are 
alarmed over a report that GSA is seeking 
lists of grantees from federal agencies and 
informing them of supplies' availability. 

^ANSPORTAT I O N An Air Force-developed fog-busting system 
may in a few years put an end to frustrations 
sometimes experienced by air-traveling busi
nessmen. 

The Air Force's Air Weather Service has 
devised a system that uses liquid propane 
gas to waft away cold-fog, the type that forms 
—and closes airfields—when temperatures 
are below freezing. 

At preselected sites, the propane is 
sprayed into the fog blanket, further cooling 
the air as it vaporizes. This causes ice crys-
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tals to form and they fall out as light snow. 
The Defense Department plans to install 

the system at U.S. bases in England, Ger
many and the Netherlands as well as in 
Alaska—all areas with high incidence of 
cold-fog. 

Normally, it is hoped, gas in five or six 500-
gallon dispensers will be able to unclog the 
atmosphere around an airfield and allow 
flight operations to resume. The first field 
tests, scheduled for this fall, will be watched 
with interest by civilian airport operators. 
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Editorial 
It's Not Funny 

Along with the big, serious price actions the Price 
Commission has taken, it also has demanded that 
a New York company roll back the price of comic 
books. How trivial can you get? 

This, of course, is the kind of ridiculous thing that 
happens when a nation gets involved in the never-
never land of controls. 

Ironically, one of the comic books was titled, 
"Where Monsters Dwell." 

NATION'S BUSINESS • JUNE 1972 • MORE THAN 865.000 SUBSCRIBERS 
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ARE YOU UP IN THE MR 
ABOUT BUSINESS INSURANCE? 

mk' 

\ N > . 

YOUR USF&G AGENT OFFERS 
DOWN-TO-EARTH ADVICE. 

Your USF&G agent is a true insurance pro
fessional. He's an independent businessman of 

the highest caliber.. .one you can trust 
for competent, personalized counseling that 

helps protect so much of what you value. 
Business coverages? From new office buildings 

to factories. From casualty and fire insurance 
to employee group insurance. Your USF&G 

agent can cover them all... along with other 
insurance plans for businesses and individuals 

alike. Consult him with confidence as you 
would your doctor or lawyer. Your USF&G 
agent... listed in your Yellow Pages. Call 
him for down'to-earth advice on insurance 
for your protection. 

The USF&G Companies, Baltimore, Maryland. 
H O r O A Casualty Fire Marine Multi-Line/ 

I ^ M u l l Life / Health Group Insurance ' 
U U I W I Fidelity'Surety Bonds. * 



To a world filled 
with compromise, 
we make no 
contribution. 

Which may suggest why 
the Jaguar XJ6 was selected 
as one of the world's ten best 
cars by Road & Track. 

All cars begin, as an idea. The Jaguar 
XJ6 began as an almost impossible idea. 

It was to design a $edan that would 
set new standards; of comfort and luxury, 
road-holding and ride, steering and'brak
ing, performance and safety, while main
taining the standard of value traditionally 
associated with Jaguar. 

In building the Jaguar XJ6, we held 
fast to that idea without compromise. 

A few particulars. 
The XJ6 is powered by a 4.2 litre 

twin-overhead camshaft engine that was de
scribed by a prominent automotive publica
tion as "almost faultless". 

Motor Trend described its handling in 
one word,: "superb". 

That characteristic'derives from the 
enginee/ing fhat went into the Jaguar XJ6. 
A fully-independent 4-wheel suspension sys
tem designed to negotiate the ruts and 
bumps of English country roads. 

And power-assisted rack-and-pinion 
steering. Caliper-typc dise brakes front and 
rear, also power-assisted. 

In naming the Jaguar XJ6 as one of 
the world's ten best cars of 1971, Road & 
Track wrote, "When we first drove the XJ6 

we said it was 'uncannily swift, gloriously 
silent and safe as houses.' We still like tn* 
description. It was also one of the bes 
handling sedans in the world as well 

Jaguar XJ6: an idea that became 

reality without compromise. f 
For the name of your nearest Jagu^ 

dealer and for information about oversea 
delivery, dial (800) 631-1972 except £ 
New Jersey where the number is (800) 9o 
2803. Calls are toll-free. 
BRITISH LEYLAND MOTORS INC., LEONIA, NEWJERSEY076 

BPjTieH. 

Jaguar 


